9, 1928 


rom the 
oint has 
;’ selec- 
» of the 
of the 
election, 
effective 
that oj 
employe 
legiance 
terested 
for his 
st what- 
ny loss 


al 
e insur- 
nd, is in 
to this 
e of his 
any re- 
system 
rol over 
by fac- 
lortality 
situatior 
e to the 
the un- 
Ve have 
n period 
We are 
ystem of 
life in- 
nder the 
is fitting 
- institu- 
s of the 
takes 3 
sent life 
m. The 
oceed no 
modern 


ce as a 
ght and 
old prac- 
brand o! 
ashioned 
) market 
a_ better 
med and 
~jousNess 
than tt 


lis situa 
yk. Back 
erwriters 
1 the ex- 
nce com: 
ders art 

and 0 
field rep- 
ution art 
deas ané 
10 lower: 


D9 go ul 
ive good 
and after 
It Amer 
hich sup 
the very 
nade the 


riumphs 
e idea 0 
begun W 
tive mo 
If in the 


we have 


haractel 
ty ot all} 
ality, ™ 
ndepen¢ 
e, in te 
pment, » 
opinion 
factor # 
has bee# 
izens ott 
apitalists 
The fe 
fe insur 
oted ane 
e neare> 
41 of de 
nee, ha 
in thes 
no quar 
any tem 
w at u 
nt of the 
ssible. 









Thirty-Second Year No. 11 





H. D. HART, R. B. HULL 
SCORE BANK AGENCIES 


Penn Mutual Vice-President and 
National Association Manager 
Address Meeting 


SENTIMENTS ARE LAUDED 


Oakland and San Francisco Underwrit- 
ers Meet in Joint Sales Congress— 
Attendance Heavy 


Life underwriters of Oakland and 
San Francisco heard two strong mes- 
sages at the second annual joint sales 
congress held by the East Bay and San 
Francisco associations March 9 in Oak- 
land, with the members of that city as 
hosts, 

These messages were brought by 
Hugh D. Hart, vice-president of the 
Penn Mutual Life, and Roger B. Hull, 
managing director of the National As- 
sociation of Life Underwriters. Major 
Hull, at the afternoon meeting, urged 
the development of bigger and stronger 
local organizations, greater activity in 
public affairs and the adoption of a pro- 
gram which will place life underwriting 
in the powerful position enjoyed by 
other group cooperative trade bodies 
throughout the United States. 


Speakers Score Bank Agencies 


Major Hull also spoke at the evening 
meeting, this time taking as his topic 
the present agitation over the entrance 
ol banks into the life insurance business 
as selling agents. He called on the un- 
cerwriters to do everything in their 
power to check the present tendency, 
which he characterized as one of the 
most sinister menaces confronting the 
business. 

Following Major Hull, Ottocar H 
Martinsen, associate general agent of 
the Aetna Life at San Francisco, who 
presided at the night session, introduced 
Hugh D. Hart. Mr. Hart also went 
ito the bank agency situation and said 
that the time has come when every per- 
son in the life insurance business must 
come torward and clearly express his at- 
titude on the proposition of having life 
msurance sold through bank influence, 
where the bank itself received the com- 
mission. While neither of the speakers 
mentioned the Bank of Italy by name, 
‘N€ matter is so well known in Califor- 
= that they received close attention. 
-entiment expressed after adjournment 
indicated that the California agents re- 
celved new inspiration for the fight they 
are making against the aggressions of 
the Bank of Italy and its subsidiaries. 

Hart States Position 


wa Hart stated his own position as 
OUOwWs : 
a. are two theories as to the fu- 
hee ee life insurance agent. One 
tant y beg that he will be a less impor- 
than aye d in life insurance distribution 
that | € is today and the other theory 
'¢ will become an even more im- 
I hold to the latter the- 


portant factor. 





The National Underwriter 


LIFE INSURANCE EDITION 


ATTITUDE OF BANK OF 
ITALY IS ANNOUNCED. 


ATTORNEY IS INTERVIEWED 
Roger B. Hull of National Association 
Obtains Expression from 
Louis Ferrari 





SAN FRANCISCO, March 15.—That 
life insurance eventually and inevitably 
assume the status of material merchan- 
dise and will be sold “over the counter” 
like such merchandise is the view ex- 
presed by Attorney Louis Ferrari of the 
Bank of Italy in an interview this week 
with Roger B. Hull, general counsel and 
managing director of the National As- 
sociation of Life Underwriters. Attor- 
ney Ferrari said: 

“The whole tendency of modern busi- 
ness is centralization and elimination of 
duplication of effort. Banks are gradu- 
ally being looked on to furnish all kinds 
of service. The tendency in other lines 
is to eliminate unnecessary factors. 
Every well informed man today knows 
as much about life insurance as the so- 
licitor himself, and the selling of the 
same is becoming largely a merchandis- 
ing proposition. 

“Life insurance selling is analogous to 
a chain grocery store’s selling sugar and 
flour rather than professional service. 
Ultimately all solicitation will be elim- 
inated and life insurance will be sold 
over the counter on the standard mer- 
chandise basis. 

“Modern business must get closer to 
the producer, and this will be done in 
life insurance by elimination of solicitors 
entirely. While banks are now dealing 
through contracts with general agents, 
this will ultimately be eliminated and 
the bank will stand directly between the 
insurance company and the  policy- 
holder.” 

Mr. Ferrari emphasized the exception- 
ally favorable position of a bank to 
carry on solicitation of life insurance and 
stated that the present fight for licensing 
fire agents is not vital to the Bank of 
Italy, because if the bank lost it could 
find a way to write the fire insurance 
itself, 





ory. But it must not be forgotten that 
the entrance of banks into the lists as 
selling agents for life insurance com- 
panies tends to destroy the individual 
position of the agent. 

“This banking control of life insur- 
ance distribution is objectionable also 
for the following reasons: First, it 
strikes a threatening blow at the agency 
system, out of which our life insurance 
institution has grown, by substituting 
influence for salesmanship. Secondly, 
it tends to bring two great forces, life 
insurance and banking, into collision, 
just at a time when they are beginning 
a great cooperative movement for wider 
distribution of life insurance monies. 
Thirdly, it diminishes the life insurance 
company’s control over the agent by 
dividing the agent’s allegiance between 
the bank and the insurance company. 
No man can properly serve two mas- 
ters. 


Bank Uninterested in Mortality 
“The bank is not interested vitally in 


mortality—only in commission—and risk 
selection at the source will not be a 
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MISSOURI BARS DETRICK 
FROM NEW EXAMINATIONS 


FORBIDS EXPENSE PAYMENT 


Commissioner Button Asked for Conven- 
tion Committee, Excluding Califor- 
nia on Charge of Prejudice 


ST. LOUIS, MO., March 15.—The 
Missouri insurance department Tuesday 
in a telegram to Commissioner Detrick 
of California refused him permission to 
participate in any examination of the 
Continental or International Life compa- 
nies. The telegram was in response to a 
letter from Mr. Detrick dated March 7 
in which he renewed his demand for an 
investigation of the companies by the 
California department. The Missouri de- 
partment also instructed the companies 
not to forward to Mr. Detrick the 
money demanded by the California de- 
partment to pay for an examination nor 
to permit California examiners to enter 
their offices. 


Asks for Committee 


The Missouri department has advised 
Colonel Button of Virginia, chairman of 
examination committee of the insurance 
commissioners convention, to call a com- 
mittee examination if he feels the facts 
warrant it and to invite any state to par- 
ticipate but California. Mr. Detrick is 
barred from participation because he has 
failed to explain fully his “unreasonable 
accusations, insinuations and conduct” at 
the National Convention of Insurance 
Commissioners in New York in Decem- 
ber when he made sensational charges 
involving the St. Louis companies. The 
convention referred the matter to its ex- 
amination committee, which sustained 
the Missouri department. 


Payable in Advance 


In his letters Commissioner Detrick 
had asked advance funds from the Con- 
tinental and $5,000 from the Interna- 
tional Life, explaining that under Cali- 
fornia laws all examination fees are pay- 
able in advance. He stated 10 percent 
of the Continental’s business is in his 
state, while the International Life has 
4,000 policyholders and $12,000,000 of in- 
surance in force there. He also claimed 
the insurance commissioners of 17 states 
have joined him in asking an examina- 
tion of the St. Louis companies. The 
Missouri department recently concluded 
an examination of the Continental Life 
and it was found to be in good condition. 








matter of as vital concern to the bank 
which influences the selection as it will 
be to the individual agent who is di- 
rectly under life insurance company con- 
trol. This may adversely affect mortal- 
ity. Fourth, life insurance sold through 
bank influence will not renew as well 
as life insurance sold entirely on its own 
merits.” 

There is a revolution coming into life 
insurance, Mr. Hart told his audience, 
which will bear out his belief that the 
agent will become a more important 
factor. This will be changed from the 
present type of selling talk to one which 
will stress the value of life insurance in 
assisting the buyer to realize his ambi- 
tions in life, 

“This is the age of thrills,” he stated. 

(CONTINUED ON PAGE 24) 
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HEALTH & ACCIDENT 
CONFERENCE MEETING 


Mid -Winter Gathering Held in 
Chicago Considers Important 
Topics at Round Table Sessions 


FEW PREPARED ADDRESSES 


Two Days of Business Talks, With “Ac- 
cident and Health Agent” and 
“Policy Contract” Featured 


Discussions of “The Accident and 
Health Agent” and “The Policy Con- 
tract,” two topics of major interest to 
the business, constituted the most im- 
portant feature of the mid-winter meet- 
ing of the Health & Accident Under- 
writers Conference, held in Chicago this 
week, There was only one formal ad- 
dress scheduled at each session, all the 
rest of the time being devoted to the 
round table discussions. 


Allen D. Albert Is Speaker 


At the opening session Tuesday morn- 
ing, with President J. W. Scherr of the 
Inter-Ocean Casualty in the chair, the 
conference members were welcomed to 
Chicago by R. W. Stevens, president of 
the Illinois Life. Aside from the presen- 
tation of committee reports, the only 
other feature of that session was the 
address by Allen D. Albert of Evanston, 
Ill., past president of Rotary Interna- 
tional, on “The Social Aspects of Acci- 
dent and Sickness Insurance.” 

Dr. Albert particularly stressed the ne- 
cessity for remembering that ill health 
and accidents are not individual. catas- 
trophes, but have an effect on the whole 
social fabric that is hard to estimate. 


Four New Members Admitted 


Four new companies were admitted to 
membership in the conference, the Chip- 
pewa Valley Casualty of Milwaukee, 
Century Indemnity of Hartford, Great 
Western of Des Moines and Mountain 
States Life of Hollywood, Cal., bringing 
the total membership to 100. 

The attendance at this meeting was 
probably the largest recorded at a con- 
ference session, Because of the stress 
iaid on agency questions at this meet- 
ing, company executives were urged to 
have some of their leading agents in at- 
tendance, and as a result there were 
more representatives of the agency force 
on hand than ever before. 

Salesman of the Future 


The afternoon session was devoted 
entirely to the general theme, “The Ac- 
cident and Health Agent.” The subject 
was introduced by an address by Ar- 
mand Sommer, manager of the accident 
and health department of the Standard 
Accident in Chicago, on “The Future 
Accident and Health Salesman.” Mr. 
Sommer held that any discussion of the 
salesman of the future necessarily in- 
volves a consideration of the future of 
the business itself. He spoke of the de- 
velopment of a higher type of salesman 
in recent years and the perfecting of 
the policy contract, referring especially 

(CONTINUED ON PAGE 24) 
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BROOKLYN NATIONAL LIFE 
IS RAPIDLY EXPANDING 


TO ENTER ADDITIONAL STATES 


Big Increases Shown Last Year and 
Further Gains in Early Weeks 
of This Year 


NEW YORK, March 15.—With the 
appointment of seven new general agen- 
cies since the first of the year and plans 
for the extension of its business in sev- 
eral new states during the coming 
months, the Brooklyn National Life of 
Brooklyn, N. Y., is forging ahead rap- 
idly and will in all probability double 
its 1927 business the comipg year. In 
1927 the company practically doubled its 
1926 business, which was «the first full 
year since its organization. The 
Brooklyn National was organized in 
1925 and started writing business in No- 
vember cf that year. In the last six 
weeks of the year it paid for $400,000. 
In 1926 it paid for $3,343,370 and in 
1927 it paid for $5,200,730. 

New Increase Shown 


The company has gotten off to an ex- 
cellent start, its submitted business of 
the first two months of this year being 
over $1,750,000, of which over $1,000,000 
was submitted in February. Since the 
first of the year, several new general 
agencies have been opened and, with 
the new offices in operation, the pres- 
ent pace of business is expected to be 
maintained and the final total for the 
year will very likely be double that of 
1927, although the company has only set 
as its active goal an increase of 50 per- 
cent. Frederick W. Ladue, superinten- 
dent of agencies, is actively at work on 
an expansion program and is also de- 
veloping the field intensively about 
Brooklyn and Manhattan. 


txtending Agency Plant 


The Brooklyn National Life is at pres- 
ent operating only in New York and 
New Jersey. It has 12 general agencies 
now in operation. Those which have 
been appointed since the first of the 
year are the Paramount Agency in 
Brooklyn, in which William Bingel and 
Morris Weinberg are the _ general 
agents. Glenn Associates, the First 
Queens Agency; M. Rodney Burr, an 
uptown New York general agency; John 
F, Manning in Brooklyn, the Peerless 
Agency in the downtown district of 
New York; Perry L. Goldstone, another 
uptown New York office, and Lewis & 
Gender of New York and Brooklyn. 
The company is now looking over the 
outside territory and contemplates en- 
tering several additional states during 
the coming months. 

The annual statement which has just 
been issued shows total insurance in 
force at the end of 1927 of $7,424,680. 
Total assets are now $559,749, and the 
surplus to policyholders is $443,255. 


Expands Office 


The Brooklyn National Life, owing 
to its rapid expansion in recent months, 
and its extensive plans for the future, 
has had to take on additional office space 
in its home office building in Brooklyn, 
doubling the floor space this month. 

The company is staging a special cam- 
paign for new business in Brooklyn dur- 
ing March, the month having been set 
aside for a “shake hands with the Brook- 
lyn National Life” drive. During this 
month it is hoped that a record volume 
of new business will be produced, and 
it is exnected that a record number of 
rew nolicvholders will be secured in the 
Brooklyn field. ; 








Next Year’s Convention Date Set 


Agents of the Minnesota Mutual Life 
who aualify for the company’s annual 


-eency convention will meet at the 
Rrena Vista hotel. Biloxi, Mies., Tan. 
14-16: 1929. The place and the date 


have just been announced. 








“BECAUSE WE ARE” 


Remarks made by Julian S. Myrick, president of the National Association 


| 
| 
| 
| 


of Life Underwriters, at the Sales Congress of the Life Under- 


We are here because— 

Because: The life insurance need is 
one of the oldest needs in history. Be- 
fore life insurance came, the family paid 
the claim—now the company pays it. 

Because: The institution of life insur- 
ance is the oldest investment trust in the 
world sold on the installment plan. 

Because: This investment trust not 
only protects our estates, but makes 
them—not only protects the family’s 
future, but helps to build it—not only 
protects a business, but is part of it, and, 
it has taken more misery out of old age 
than any other material factor. 

* * * 


Because: What we have to sell goes 
further than the buyer. It reaches into 
the foundation of the public welfare. 

Because: We believe in ourselves. 

Because: We believe in each other. 

Because: We believe in the company 
we represent. 

Because; The life insurance companies 
licensed to do business in the state of 
New York write eighty percent of the 
life insurance business in the country. 

Because: The laws (of New York 
state) safeguarding the companies and 
their assets are probably the most con- 
servative in the world. 


Because: We believe that the institu- 


tion of life insurance is not only keeping 
pace, but has a strong influence in the 
moral, physical and financial develop- 
ment of this country. 


* * * 


Because: We believe its future devel- 
opment will be even greater and its serv- 





writers’ Association of New York on March 8, 1928 


ice even more far-reaching than it ever 
has been. 

Because: We have faith in the future 
of our country and the great part in the, 
economic fabric that life insurance is 
taking and will take. 

Because: (And lest it be forgotten, and 
it is often forgotten) let me say, that 
one of the best reasons we are here is 
because of one man who in the last gen- 
eration and in the generation before and 
the generation before that, in spite of 
criticism, social unpopularity and many 
other handicaps, fought against preju- 
dice, ignorance, superstition and the 
usual traits of human weakness, fought 
for something greater than his living or 
his own business success—he fought for 
a great educational cause. If this man 
had not fought as he did, the institution 
of life insurance would, to-day, be little 
more than a theory or at best but a 
minor factor in the life of humanity in- 
stead of the tremendous force that it is. 
Because of this man we are here. Gen- 
tlemen, I refer to the old-fashioned can- 
vassing solicitor, the pioneer life insur- 


ance agent of America. 
* * 


| 
| 
| 





We must continue his work, but in | 
new ways; more scientific and compre- | 


hensive ways because our opportunities 


and possibilities are more comprehen- | 


sive—but it is the same old duty! 

We are here: For all of these and 
more reasons to improve our knowledge, 
widen our friendship and strengthen our 
faith in one another and to increase our 
ability to carry the great obligations and, 
responsibilities which our business puts 
upon us, 








MISSOURI STATE LIFE 
IS ANALYZING ITS FIELD 


Hillsman° Taylor, president of the 
Missouri State Life, has announced a 
program of a thorough analytical study 
of each of the company’s present branch 
office organizations, its general agencies 
and their individual field problems. . Its 
sales research division, under the direc- 
tion of J. P. Licklider, director of pub- 
licity and sales research, is now making 
a general survey of the field. Each of 
the metropolitan areas in which the 
company’s branch offices are located is 
being studied from the standpoint of 
population characteristics, nationalities, 
religious creeds, business, civic and fra- 
ternal organizations, occupational clas- 
sifications, and so forth. The informa- 
tion obtained is being put into map and 
chart form for the use of the agency de- 
partment executives and field supervi- 
sors. It will later be furnished to the 
branch managers and general agents. 

Outside of the large cities each branch 
office or general agency territory is being 
broken down into county units and each 
county is analyzed as to its population, 
present business conditions and relative 
“purchasing power.” A map of the state 
or territory involved is colored to show 
the best counties in red, second in yel- 
low, third in green and fourth in blue. 
The branch or agency manager thus has 
his attention focused at once upon the 
particular section where conditions war- 
rant the major portion of his organiza- 
tion activity. 


Garner Entertains Agents 


Miletus Garner, manager of the 
Youngstown branch of the Ohio State 
Life, entertained members of the 
Youngstown agency at dinner a few 
evenings ago. The agency has set $100,- 
000 of written and examined business as 
its goal for March. If this amount is 
written Mr. Garner will entertain at din- 
ner on April 2. If the sum is not writ- 
ten, the agents are to entertain Mr. Gar- 





ner at a dinner. 





PENITENTIARY SENTENCE 
FOR INSURANCE FAKERS 


John Allen, negro barber of St. Louis, 
was found guilty of attempting to obtain 
money under false pretenses from the 
Liberty Life of Chicago and was sen- 
tenced to five years in the penitentiary. 
A co-defendant, Charles L. Howell, ne- 
gro undertaker, is now serving a five- 
year sentence for his part in the fraud. 
The third person in the plot—the alleged 
dead man—returned to life and testified 
for the state against the other two. 

Raymond Hurling, alias Raymond Al- 
len, the supposed corpse, had been work- 
ing for John Allen for five years when 
his employer in January, 1925, suggested 
that he had better take out some life in- 
surance. A policy was secured under the 
name of Raymond Allen with John Allen 
named as beneficiary. 

Testimony in Howell's trial revealed 
that a negro named James Moore, whose 
relatives could not afford to pay funeral 
expenses, was buried in an $800 casket 
as Raymond Allen while Moore’s coffin 
when dug up later was found to contain 
a sack of cement. Both funerals took 
place the same day. When the insur- 
ance company checked up on the claim 
it was found Raymond Allen was buried 
the day before he was supposed to have 
died, according to the burial permit. 


Address Women’s Federation 


DES MOINES, March 


|| WISCONSIN TAX CASE 


LOST BY COMPANIES 


TEST OF CONSTITUTIONALITY 
Retaliatory Statute Was Claimed to Be 
Illegal by Counsel for 
Complainants 





WASHINGTON, D. C., March 15.— 
Arguments on the constitutionalitv o 
Wisconsin’s statute taxing foreign insur- 
ance companies doing business in the 
state at the rate of taxation assessed 
against Wisconsin insurance companies 
doing business in the state of the origin 
of the foreign company were heard by 
the United States Supreme Court las 
week. Two cases are involved, brough: 
by the New York Life and the Mutual 
Life of New York. Both were decided 
against the companies. 

It was explained to the court that the 
Wisconsin retaliatory statute was adopted 
in 1917, and was amended in 1919. The 
New York law, under which the com- 
pany’s license fee in Wisconsin was to 
be determined, provided a tax of 1 per- 
cent of the gross premiums received for 
the year with certain deductions. The 
New York tax commissioner refused to 
allow additional deductions claimed by 
the New York Life and the company 
instituted a suit which was decided in 
1921, the court ordering the allowance 
of the deductions. 


Files Suit 


After this decision the company filed 
suit against the Wisconsin tax commis- 
sioner to recover back the tax paid on 
premiums improperly included by the 
New York tax commissioner. The Wis- 
consin Supreme Court held that the rate 
determined upon by the foreign tax com- 
missioner was the rate of the statute. 

The Wisconsin statute, the court was 
told by counsel for the companies, is 
unconstitutional for the reason that it 
adopts an administrative body of New 
York which has no relation to the gov- 
ernmental functions of Wisconsin and 


| whose action is not subject to judicial 


review to determine the tax rate to be 
paid by the plaintiff. Such adoption, the 
counsel contended was repugnant to due 
process of law. Briefs filed by the state 
authorities contended that the Wiscon- 
sin court is competent to determine the 
New York law for the purposes of this 
tax. The finding of the New York law 
is a question of fact in Wisconsin and 
any possible error as to facts by the 
Wisconsin court cannot properly be 
urged in the appeal. 


| Dr. Simmons Sales Congress Speaker 


15.—Eco- | 


nomic value of life insurance for the av- | 


erage American family was emphasized 
by Dr. T. C. Denny, president of the 
Central Life, in an address before the 
executive committee of the Iowa State 
Federation of Women’s Clubs in session 
at Hotel Ft. Des Moines last week. 

Dr. Denny cited statistics to show 
that the average living American spends 
but 3 cents of his dollar of income for 
life insurance—yet 87 cents of every dol- 


lar left by deceased persons is insurance | 


money. 


En route to Pittsburgh to attend the 
sales congress of the Pittsburgh Life 
Underwriters, Dr. E. G. Simmons, vice- 
president and general manager of the 
Pan-American Life, stopped for a short 
visit with the Robert H. Beard agency 
at Chicago, where he held a meeting 0! 
the agency staff. 

While in Pittsburgh, L. S. Brown, 
general agent there, entertained Dr. 
Simmons and the members of his 
agency at a dinner, about 25 being pres 
ent. Arthur Fisher, president of the 
Arthur Fisher Company, which repre 
sents the Pan-American in Clevelan¢, 
and O. H. Miller, manager of the life 
department of that company, were also 
guests at the meeting. : 

After leaving Pittsburgh, Dr. Sim 
mons spent a day in Norfolk in com- 
ference with E. D. Cooper, general agen! 
there. 


Will Go to the Yellowstone 


Yellowstone National Park has bee" 
named by President Gerard S. Nollet 
of the Bankers Life of Iowa as the next 
meeting place for the “Presidents 
Premier Club,” honor organization 0 
Bankers Life salesmen. This will b¢ 
the second meeting of this club, org 
ized and sponsored by President Nollen. 


' and will be held in August, 1928. 
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SELECTIVITY IS URGED 
BY OLIVER THURMAN 





Addresses New York Life Under- 
writers at Annual Sales 
Congress 


NEW CONDITIONS CITED 


Essential Programming of Work Out- 
lined by Vice President of 
Mutual Benefit Life 


NEW YORK, Mar. 15.—Selectivity 
was given as the keynote of successful 
life insurance solicitation in the modern 
world by Oliver Thurman, vice president 
and superintendent of agencies of the 
Mutual Benefit Life, speaking before the 
annual sales congress of the New York 
Life Underwriters Association here last 
week. Mr. Thurman spoke of some of 
the newer developments in the world 
which have been reflected in the life in- 
surance business, and said that the basic 
factor of successful operation in radio, 
selectivity, is also the basic factor in the 
business world of today. 


Selectivity Is Efficiency 


Mr. Thurman said that there is one 
common factor for all who have suc- 
ceeded, and that is time. He who uses 
his time well can hope for success. To 
properly utilize time the life insurance 
agent must properly outline his program 
and select a proper method and system. 
Selectivity was defined by him as the 
importance of choosing well and follow- 
ing out the choice made. It was applied 
to the general program of living, but 
also to the particular details of life, and 
in its application to business, Mr. Thur- 
man took up some of the details of the 
life underwriters program, showing the 
importance of selectivity. 


Essential in Prospecting 


In referring to prospecting, Mr. Thur- 
man made particular application of se- 
lectivity. He said that there is a com- 
mon fallacy that every man is a pros- 
pect for the life underwriter. Mr. Thur- 
man said that every man is not a pros- 
pect for every agent and there is no rea- 
son to assume that an agent can meet 
all types of men. The application of 
selectivity here means that an agent 
should energize himself and direct his 
energy towards those he is sure mean 
success. At the outset there is profit in 
determining which man is to be seen and 
in devoting time to finding those likely 
to lead to success and avoiding others. 
Referring to radio, from which source 
the word selectivity comes, Mr. Thur- 
man said that the value of the radio 
mechanism is more in the ability to tune 
out than in reaching long distances. So 
with men, selectivity offers the richest 

ind of reward. 


Technique Guides Ideas 


_ Speaking of the general realm of 
ideas, suggestions for business getting 
and the like, Mr. Thurman said that 
often an idea is discarded because it is 
not believed effective. It is true that an 
idea is often well discarded if it is actu- 
ally ineffective, but it must be ascer- 
tamed whether it is the idea of the tech- 
nique of application that is ineffective. 
‘ot only is the idea important, but the 
technique of application is important. 
deas are more than valueless, even are 
contusing, unless proper assimilation on 
the part of the individual is made. Mr. 
Thurman said that fortunately others’ 
ideas, improperly assimilated, become 
ones own ideas. Selectivity is impor- 
tant in this and through all details, and 
‘© one who strives to elevate himself to 


LIFE 


NUMEROUS CHANGES IN 
CANADIAN LAWS SOUGHT 


NO RADICAL MEASURES UP 


Provincial Amendments Mainly Intended 
to Establish Greater Uniformity 
Through Dominion 


TORONTO, March 15.—Numerous 
changes in life insurance laws are being 
considered by the parliament of Canada 
and the various provincial legislatures, 
most of which are now in session. To 
date, however, no radical change has 
appeared. The provincial amendments 
for the most part are efforts to estab- 
lish greater uniformity in the laws of 
the various provinces, and result from 
the conferences of insurance superin- 
tendents. 

Changes that are proposed in the Do- 
minion insurance act relate to guaran- 
teed values and short term endowments, 
disability benefits and presentation of 
dividend results. 


Weuld Bring Quebec Into Line 


In Quebec important changes are pro- 
posed which aim to bring its law more 
into line with the model life insurance 
act which has been adopted more or 
less completely by the other provinces. 
Quebec has been the outstanding excep- 
tion thus far, because its French civil 
law, based on the Code Napoleon, is 
fundamentally different from the civil 
law of the rest of Canada. There is no 
prospect of complete uniformity, but a 
degree may be reached which would 
simplify in part the conduct of the busi- 
ness in Quebec. 


Amendments introduced in Alberta 
include the following clause: “Every 
company licensed under this act shall 


cause to be printed, stamped or written 
in plain letters across the face of every 
policy, interim receipt or other insuring 
document, which falls within Section 
167 of this act, words showing that the 


insurer is licensed under the Alberta 
insurance act, 1926.” 
Sun Life Asks Amendments 


Private bills raise some new questions. 
The Sun Life is asking for amendments 
to its charter, including a plan for dif- 
ferent kinds of stock which would put 
control of the company pretty well in 
the hands of the directors. 

In Saskatchewan there is a proposal 
to incorporate a “Saskatchewan Insur- 
ance Agents Association,” to which the 
life companies and life agents take ex- 
ception, for fear that there may be con- 
fusion among the agency organizations. 





John Hancock Mortgage Loans 


In February farm and city loans of 
$5,183,020 were accepted by the finance 
committee of the John Hancock Mutual 
Life, to yield 5.58 percent. These loans 
were placed on 279 farms, amounting to 
$2,085,170, and 138 city properties, 
amounting to $3,097,850. Interest rates 
on farm loans was 5.22 percent; on city 
loans 5.82 percent. The city loans were 
on 111 houses and 22 apartment build- 
ings, housing in all 715 families. To- 
tal mortgage loans since Jan. 1 amount 
to $9,910,431, on which the average yield 
is 5.59 percent. 


Elected Vice-President 


The board of directors of the Conti- 
nental Life of Missouri has elected Al- 
bert D. Nortoni, vice-president and gen- 
eral counsel for the company. 

He is a member of the law firm of 
Curlee, Nortoni and Teasdale of St. 
Louis. He has served on the board of 
the Continental Life for several years. 

As general counsel he succeeds Judge 
Charles G. Revelle, who retired from 
that position to accept a similar post 
with the International Life. : 

The vice-presidency to which Norton 
was elected is a new position. J. De- 
Witt Mills continues as first vice-presi- 
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J. M. COWAN’S MEN HOLD 
ANNUAL CONVENTION 


LARGE TURNOUT OF AGENTS 


Northwestern Mutual Salesmen in 
Northern Illinois Listen to Offi- 
cers from Home Office 


James M. Cowan of Aurora, IIL, gen- 
eral agent of the Northwestern Mutual 
Life in the northern part of the state, 
held his annual spring conference and 
dinner at Aurora, Thursday. Mr. one 


presided over the banquet and B. | 
Stumm, district agent at Aurora, pre- 
sided over the business session. At the 
morning session Assistant Secretary 
Ralph E. Perry spoke on “Business In- 
surance” and in the afternoon U. H 


Poindexter, assistant superintendent of 
agencies, spoke on “Opportunities and 
How to Grasp Them.” The speakers 
at the banquet were Mr. Poindexter and 
C. M. Cartwright of Tue Nationat UN- 
DERWRITER 


Dr. Rige Got Big Prize 


Dr. James R. Rigg of Bloomington, 
Ill., district agent, received the premier 
loving cup prize for the largest volume 
of business during the last six months. 





JAMES M. COWAN, Aurora, Il. 
General Agent Northwestern Mutual 


During that time Dr. Rigg wrote a 
$1,000,000 case of which the Northwest- 


ern Mutual kept $200,000. The cup is 
given by Mr. Cowan to the district 
agency that makes the best record dur- 


The first two 


ing a six months’ period. 
Lauer, of 


months’ contest went to T. A. 


Joliet. an agent. H. L. Cramer of Joliet, 
district agent, won the first district 
agency prize. There were over 100 
agents present at the conference and 
about 180 people at the dinner. Mr. 


Cowan this year asked the men to bring 
their wives with them. 


Mr. Poindexter’s Address 


Mr. Poindexter in his talk character- 
ized life insurance as a business of ideas. 
He said that every insurable male can 
be written if the right idea is presented 
to him by the right man. He urged the 
agents to be on the job all the time. 
Thev should be alert for ideas and know 
how to use them. He said that a man 
in soliciting should say just enough and 
not overtalk. He said that there is a 
lot of useful information regarding life 
insurance soliciting to be had and this 
information should be so organized and 
systematized it can be _ utilized when 
needed. He said a man’s prospect file is 
his reservoir list to which he should go 
at all times for fresh drafts. Prospect 
cards. he said, should be kept up to date. 

He suggested to the agents that they 
read their newspapers life insurance 
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dent of the company. 
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BROKERAGE BIDDING 
HEAVY IN CHICAGO 


Evils of Competition for Business 
Multiplying—Many Offices 
Are Involved 


IS PREVALENT 


That Insurance 
Written Under High Pressure 
Does Not Stay Sold 


REBATING 


Greatest Danger Is 


Competition for brokerage business 
has become so keen among Chicago life 
general agents, rebating of commissions 
from brokerage business has become so 
prevalent, the 


agenc ies 


and monthly totals of 


some general are so heavily 

from 
brokers that even some general agents 
who are in the market for all the broker- 


age that comes their way have become 


loaded with business obtained 


alarmed at the dangers in the situation 
both for themselves and for the compan- 
ies they represent. 

Practically all general agents of New 
York companies and some of the gen- 
eral agents of strong western companies 
are bidding for brokerage, and most of 
them buy renewals. As a general agent 
of one of the outstanding companies of 
the country said, “They are all doing it. 
All the big offices are after brokerage. 
They’re all in the market for it.” At 
least one strong Canadian company also 
is a big bidder in the Chicago market, 
and the company’s representative is ob- 
taining business in good volume from 
the brokers. 


Dangers Numerous 


The dangers in the situation are 
numerous. First, and probably most 
often noted, is the danger of lapsation, 
especially when the general agent buys 
the broker's renewals. Renewal purchas- 
ing is common. Little thought seems to 
be taken of the fact that if a broker has 
no interest in the renewal commissions 
he likely has no interest in whether the 
business he writes stays on the books 
of the company that takes it. Business 
obtained on the flat 65 percent commis- 
sion basis must pay two renewals before 
the general agent can make a profit from 
it, and even then the interest on the 
money paid for the business is gone. In- 
cluding the interest, three renewals must 
be obtained. 

Some of the brokers, it has been dis- 
covered, write a client one year and 
obtain a 65 percent commission—some- 
times more—and sell the same client an- 
other policy the next year and place the 
business with another company. This 
kind of business is considered “high pres- 
sure stuff” by the more conservative gen- 
eral agents, who believe that their less 
conservative contemporaries are riding 
for a fall. Business written under high 
pressure, as most companies have 
learned, is not business that stays on the 
books. 


Rebating Is Common 


Rebating is another, but allied, evil of 
the Chicago situation, and twisting is yef 
another. High pressure selling and re- 
bating are found to go hand in hand in 
the western metropolis, but with the 
broker almost always taking the long 
end of the commission split. Some of- 
fices report that twisting has become so 
prevalent that every call for a policy 
loan must be carefully scrutinized for 
the wherefore. 

A number of offices, in the main not 
the larger ones, will take no brokerage 
business excepting on the “first year and 
nine fives” basis, and a few will accept 

(CONTINUED ON PAGE 22 
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INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Wants Managers—Direct Home Office Connection 


A Real Opportunity to Men Who Can Qualify 


1909 
1910 
1911 
1912 
1913 
1914 


1915 
1916 
1917 
1918 


1919 
1920 
1921 
1922 


1923 
1924 
1925 


MARCH 


1928 


Operating in INDIANA, ILLINOIS, MICHIGAN, OHIO, TEXAS, MIN- 
NESOTA, IOWA and FLORIDA, 


GROWING STEADILY 
Insurance in Force 


$325,000.00 
1,281,909.93 
2,158,315.62 
2, 344,449.12 
3,037,135.59 


3,760,237.71 
4,451,264.48 
5,756,690.86 
7,011,554.27 
8,655,788.49 
10,231,921.21 
12,021,820.06 
13,665,053.54 
15,532,346.26 


20,456,374.44 

27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628 369.17 
54,432,038.01 


1926 64,065,097.61 
1927 75,257,687.64 


78,000 ,000.00 


PURELY MUTUAL—LOW INITIAL PREMIUMS—LARGE 
ANNUAL DIVIDENDS—RESULTING IN LOW NET COST 


For Agency Address 


FRANK P. MANLY 
President 


JOE C. CAPERTON 
or Second Vice-President 
& Agency Manager 














SHOWS VALUE OF GOOD 
RECORDS TO LIFE AGENT 


IS MEASURE OF WORK DONE 





Willis J. Blackwell Tells of Field Meth- 
ods at New York Sales 
Congress 


NEW YORK, March 15.—“You can’t 
write life insurance in an office chair, no 
matter how hard you rock it.” This bit 
of witticism sums up the interesting sales 
talk on the subject “Work” by Willis 
J. Blackwell of the Penn Mutual Life 
in New York, given before .the New 
York Sales Congress here last week. 
Mr. Blackwell emphasized the value of 
time, pointing out that this apparently 
is overlooked by many in the life insur- 
ance business, and he said that utiliza- 
tion of time, better known as work, is 
the only road to success. He then coun- 
tered this by saying that, after all, there 
is no such thing as work, the occupation 
being either a pleasure or drudgery. And 
if the latter, the agent should seek some 
other occupation. 


Value of Records 


For the proper utilization of time and 
application of work, the keeping of rec- 
ords was given by Mr. Blackwell as the 
one great essential. He discovered this 
in his own work. Mr. Blackwell had 
been engaged in auditing, statistical and 
advertising work prior to entering the 
life insurance business and in each of 
his previous occupations had come to 
know the meaning of work. There was 
no time wasted in those offices. In the 
life insurance business in his first year 
he wrote $400,000. He soon saw, how- 
ever, that he needed personal records 
to check up on his own efforts, just as 
concerns he formerly worked for had 
checked up on the records of their em- 
ploves. So he began to collate his ma- 
terial and kept dailv, monthly and 
annual records. While they seemed 
elaborate, they did not require much 
time at any one time, and the results 
were well worth the trouble. 


Checked Field Work 


The practical results were evidenced 
in his fourth year of life insurance work. 
During his first two years he had done 
excellently, but in the third year suf- 
fered a slump. At the opening of the 
fourth year, he studied his past records 
and found the cause for his slump. He 
analyzed each call, the approach made 
and the results obtained. He found that 
during his third year he had endeavored 
to become a life insurance “expert” and 
had become actuarial and analytical in 
his presentation. He had started to talk 
over the heads of his prospects. Thus, 
Mr. Blackwell reverted to his original 
methods of plain life insurance sales- 
manship, featuring the old age income, 
and the results fulfilled expectations. 
His business returned to more than its 
former level. Through his records Mr. 
Blackwell knows the value of every ap- 
proach,. just how much he gets every 
time he turns a door knob and how 
much it is worth to have someone tel! 
him he is not interested in life insurance 
for even such cases Mr. Blackwell calls 
tentative interviews and last year found 
that each such case averaged $20.02 for 


him. 
Measures Time Wasted 


Mr. Blackwell pointed. out that it is 
such records as these that demonstrate 
clearly to the agent just how he is using 
his time. He said that the average agent 
does not realize how much his time is 
worth to him. That half hour spent 
early in the morning talking over last 
evenine’s show with some _ neighbor 
agent is not merelv time wasted. but is 
actually money lost. The afternoon 
spent at the movies at 65 cents is not 
merely the loss of that amount, but is 
the movie admission plus so much per 
hour for the number of hours spent 
there. 
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NEW YORK MAKES RECORD 
INCREASE IN MEMBERSHIP 


HUGE GAIN BY ASSOCIATION 





Intensive Campaign in Honor of Peter 
M. Fraser Adds 560 New Names, 
Making Over 2,300 





Passing its stupendous goal for new 
members, the New York Association 
has in a very brief but concentrated 
campaign, increased its membership 
practically 30 percent and brought the 
membership to over 2,300. A 30 percent 
increase may not be so sizable when the 
original figure is small, but this is a 
gigantic achievement for the New York 
Association, for its membership last 
month was 1,800, a very representative 
figure at that time. 


Huge Total Reported 


During this special membership drive 
it made particularly in honor of Peter 
M. Fraser, president of the association, 
560 new members were put on the roll. 
Announcement of this was made at the 
banquet of the New York Association 
iollowing the all-day sales congress last 
week. The real work of the campaign 
was all done in one week. It was orig- 
inally intended to close the campaign at 
the end of the week, but so many appli- 
cations were outstanding at that time 
that it was thought best to extend the 
time a little and thus the day of the 
sales congress was taken as the final 
conclusion of the campaign. With the 
addition of some applications taken at 
that meeting, the grand total of 560 new 
names was put on the books in this 
week. 

Well Organized Campaign 


The campaign was particularly well 
organized and effected. Fred McKenzie, 
executive secretary of the New York 
Association, was actively in charge of 
the work, and James P. Graham, Brook- 
lyn manager for the Aetna, was chair- 
man of the membership committee which 
managed the campaign. It was don 
largely in honor of Mr. Fraser, who has 
made an excellent record as president 
of the New York Association, and this 
puts him at the head of the largest local 
association in the country, and one 
which is fairly representative in size o! 


its field. 


BANKERS LIFE MEN PROMOTED 


Alberson Made General Counsel and 
William W. Jaeger Goes on 
Board of Directors 


DES MOINES, March 15.—Raymond 
B. Alberson, associate general counsel o! 
the Bankers Life for seven years, has 
been elected general counsel to succeed 
the late William S. Ayres. 

William W. Jaeger, vice-president and 
director of agencies, has also been n: uzmed 
a director of the Bankers Life to fill the 
vacancy on the board created by Judge 
Ayres’ death. 

Mr. Alberson resigned his position as 
general attorney for the Minneapolis and 
St. Louis railroad with headquarters 
Minneapolis to join the Bankers Life ™ 
1920. Previous to that time he was 
claims attorney for the Des Moines Rail- 
way company. £ 

Mr. Jaeger has been with the Bank- 
ers Life for 24 years, having start ed as 
a salesman in 1904. He served success: 
ively as agency manager, special fee 
representative, regional sales managet. 
sales manager and finally vice-president 
and director of agencies. 


j 


Horton Made Auditor 


Glenn Horton, who has been with the 
Merchants Life of Des Moines for 4 
number of years, Ps been appoint ted 


sho 
auditor to succeed W. Donahey, wit 
ness 
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FEBRUARY PRODUCT ION 
FIGURES SHOW A GAIN 


GROUP AND ORDINARY BEST 





Association of Life Presidents Reports 
Increase of 9.7 Percent in 
Business 





NEW YORK, March 15.—Writings 
of new life insurance by United States 
companies were 9.7 percent greater dur- 
ing February of this year than for the 
same month last year, according to the 
report of the Association of Life Presi- 
dents. The compilation aggregates the 
new business records, exclusive of re- 
vivals, increases and dividend additions, 
of 44 companies which have 82 percent 
of the total volume of life insurance out- 
standing. The total of new business of 
all classes was $964,490,000 as against 
879,324,000 during February of 1927, 
a gain of 9.7 percent. New ordinary in- 
surance amounted to $651,037,000 as 
against $625,983,000, a gain of 4 percent. 
Industrial amounted to $221,948,000 as 
against $207,217,000, a gain of 7.1 per- 
cent, group was $91,505,000 as against 
$46,119,000, a gain of 98.4 percent. Or- 
dinary and group showed the greatest 
gains, industrial falling off somewhat, 
though it, too, showed a gain over the 
same month of 1927. 


Recover From Slump 
In January ordinary fell off 3 percent 
from a year ago and group fell off 50.4 


percent. While industrial showed a gain 
of 27.5 percent last month, the first two 


classes recovered from their losses, but 
industrial was checked, its gain falling 
irom 27 to 7 percent. Total business 


showed a gain of only 2 percent in Jan- 
wary, compared with the gain of 9.7 in 
February, this making the gain for the 
year thus far 5 percent, despite the un- 
promising start of the first few weeks. 


LIFE INSURANCE IN CANADA 


Preliminary Figures Show Amount of 
Business in Force Increased 
by $434,686,800 


OTTAWA, ONT., March 15.—Pre- 
liminary figures, subject to correction, 
have now been compiled by the Domin- 
ion department of insurance from the 
annual statements of companies for the 
year 1927. 

The figures show that last year the 
het amount of life insurance in force in 
Canada in all companies increased from 
34,610,196,334 to $5,044,883,134, the in- 


crease being $434,686,800, or 9.4 percent 
of the net amount in force Dec. 31, 1926. 
Subdivided, according to class and 


national ity of the companies, the figures 
show that orioney business in force in- 
creased by $310,988,077, or 8.2 percent; 
industrial Phe sco by $33,877,106, an 
merease of 8.6 percent, and group busi- 
hess by $69,821,622, an increase of 34.1 
Canadian companies increased 
their business in force 10 percent; Brit- 
ish companies, 2.2 percent, and United 
States companies 8.9 percent. 


percent 


C. F. Barney Gives Talk 


At the Indianapolis Actuarial Club’s 

monthly meeting Chester F. Barney, 
Manager of the underwriting depart- 
ment of the American Central Life, 
‘poke on “Some Aspects of Life In- 
surance Underwriting.” 





First to Qualify 


m. \SHVILLE, March 15.—Superin- 
ndent E. A. Carrier of the Johnson 
‘ty, Tenn., office of the National Life 
; os dent, stationed at Bristol, Tenn., 
of 1908 rst member of the Century Club 
poliew 1 through his writing a $100,000 
icy last week. The policy was issued 


to 4 Younc o . . t 
young business man of his city. 
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SIX MILLION IN INSURANCE | 


MOST HEAVILY INSURED MAN 


First Policy, Taken Out 31 Years Ago 
for $200,0C0—Increased Steadily 
Since That Time 


PHILADELPHIA, March 15.—Thir- 
ty-one years ago, Rodman Wanamaker 
took out his first life insurance policy. 
It was with the Mutual 
New York, for $200,000. His father, 
the late John Wanamaker, at that time 
was the most heavily insured man in 
the business world. When he died last 
week at his Atlantic City home, Rod- 
man Wanamaker carried $6,000,000, 
more life insurance than any man in the 


world. Practically every company in 
the United States and Canada, as well 
as several in Europe, carried part of 


this amount. 

It was five years from the time he 
took out his first policy of $200,000 be- 
fore Rodman Wanamaker increased his 
life insurance. Then he took two addi- 
tional policies of $100,000 and $500,000, 

(CONTINUED ON PAGE 22) 
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Insurance Company 

Gees Your 1928 Tool Kit 

| OUR success in 1928 will be measured by the 
service you have to offer. The tool kit of the 
Ohio National salesman contains: 


1—Monthly income policy issued to rejected risks. 
2—Non-Medical or selective risk applications. 
3—Unusual facilities for accepting sub-standard 
risks from the Company’s own agents. 
4—Juvenile Policies issued at ages 1 to 11, with 
waiver of premium on the father. 
5—Budget premium payment plan. 
ing and all the standard tools furnished by progressive com 


The fore 
panies > eS “It Pays to Tie Up with the Ohio National” 
For information in regard to an agency contract address: 


The Ohio National Life 
Insurance Company 


Cincinnati, Ohio E. E. Kirkpatrick 


¥. &. Gotte Sup't of Agents 


President 


























ROYAL UNION LIFE 
INSURANCE COMPANY 





DES MOINES, IOWA 
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READY 
FOR 
NEBRASKA 


An excellent opportunity for a 
capable and experienced life 
agency organizer! 





For the man who can satisfy 
our requirements we now offer 
the State of Nebraska under a 
money-making general agency 


contract. Write us. 








Royal Union Life Building 
,Cor. Seventh and Grand Ave., 
{Des Moines, Iowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 


A. C. TUCKER, President 























THE 





N ATION: AL U NDERW cached 












NYLIC INCENTIVES and AIDS TO SUCCESS 





New York Life Agents 
Paid for 














927 Million Dollars 


of NEW BUSINESS DURING 
THE YEAR 1927 






This is the largest total secured by Nylic 
Agents in any year in the Company’s his- 
tory, exceeding their record for 1926 by 


| $27,000,000 







The Company’s total insurance in force on 
December 31, 1927, was over Six and a 
Quarter Billions, viz., 


TOROBUROMOMOM OMT 


$6,285,800,000 


In their service to the public, Nylic Agents 
continue to prosper and to forge ahead to 
greater achievements. 














“Is it any wonder that, measured by 
usual standards, Nylic agents are 














industrious, persistent, satisfied 
and happy?” 


Square Garden 














NEW. YORK LIFE INSURANCE COMPANY 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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WHAT JOHN WANAMAKER REALLY THOUGHT 
ABOUT LIFE INSURANCE PROTECTION 








Rodman Wanamaker 
head of the great 
recalls the fact that 
at the 1918 meeting of the Association 
of Life Insurance Presidents, Rodman 
Wanamaker was present and read a let- 
ter from his father, John Wanamaker. 
John Wanamaker believed in life insur- 
ance and laid his success largely to an 
endowment policy that he secured early 
in life. Rodman Wanamaker followed 
in the course and carried some $6,06U,- 
000 life insurance. The John Wana- 
maker letter sums up his ideas of life 
insurance, giving it his hearty endorse- 
ment by word as well as showing his 
estimate of the practical value of life 
insurance by carrying a large amount. 
. = 2s 
The letter is in part as follows: 
Philadelphia, Pa., 


HE death of 
of Philadelphia, 
Wanamaker stores, 


Nov. 29, 1918. 
To the Association of Life Insurance 
Presidents, Assembled in Twelfth 


Annual Session: 
Dear Sirs: 

I thank you for the urgent invitation 
to attend the twelfth annual convention 
of Life Insurance Presidents, and regret 
that other engagements prevent me 
from meeting the officers and workers 
of the life insurance profession, whose 
work of educating the public deserves 
to be well paid and is sure to be much 
more beneficial in more ways than one 
to all who buy insurance in any of the 
many responsible insurance corporations. 

I am not an owner of stock, or in 
any way connected with any insurance 
company, except as a policyholder un- 
der its usual terms. I write this let- 
ter only from a sense of good will and 
good fellowship with my fellow men 
who represent others of the past who 
benefited me in opening my eyes to the 
value of life insurance. 

Though in my boyhood I commenced 
to save by laying away a few big cart- 
wheel copper pennies, I never got on 
far until. I found a distinct and pleasing 
object for which to save in making ready 
to pay for life insurance. Uncon- 
sciously, I fell into a constraining habit 
that has been continuously and highly 
beneficial to me all my life. 

I can never be grateful enough to 
those who so ingeniously taught me and 
influenced me in taking out endowment 





policies which terminated to aid me in 
carrying out new plans in my business. 

When this happened I felt as if a gold 
mine had opened at my hand. 

May I add further that from my own 
experience, observation and belief that 
life insurance knowledge and its im- 
proved methods based upon ascertained 
facts during the past twenty years is 
no longer an experiment or a specula- 
tion. 

Life insurance as conducted now by 
the well regulated companies which 
have passed beyond the years of organ- 
ization and proved their integrity are 
banking companies which cannot be los- 
ers. 

Their annual audits by properly quali- 
fied certified public accountants will 
show this to be a fact. 

Their mortality tables of and 
their interest gains on annual cash re- 
ceipts and the compounding of same 
can be calculated to a certainty remoy- 
ing all risks. 

Therefore, insurance is no longer an 
assOciation of investors joined by agree- 
ment in an undertaking with possible 
risks, but it is distinctly an absolute 
contract that insures and at the same 
time becomes an assurance of actuality 
in results. 

The life insurance companies have 
learned much in the past twenty years 
and now that banking and all kinds of 
business have been raised to a higher 
and safer plane, life insurance must like- 


losses 


wise rise in improved systems. 
Looks to Enlargement 
The life insurance companies are nat- 
urally the most practical of savings 
banks for the people of the United 
States, and a thrift stamp such as the 


United States government used in accom- 
modating the people to save may be con- 
sidered to advantage in preparing future 
enlargements of plans. 

I have only reached the margin of this 
great theme, but the public will trust 
your splendidly organized companies to 
whom they have given their confidence 
to keep the faith and go forward in this 
new era of our history, to find the way 
to “simplify your baggage” and give to 
your policyholders a service of increas- 
ing value. 

Very truly yours, 
Joun WANAMAKER. 














NEW OFFICE BUILDING TO HOUSE 
CHICAGO INTERNATIONAL LIFE AGENCIES 


| 
| 
| 
}i 
| 








Toombs & Daily, Chicago investment | 


bankers and controllers of the Inter- | fices 


national Life of St. Louis, are soon to 
let the bid for the erection of a two- 
story building at 
streets, Chicago. The land on which the 
structure is to be erected is held on a 
three-year option by Roy C. Toombs, 
president. of the company. The build- 
ing will eventually front 151 feet on La- 
Salle street and 100 feet on Lake. The 
present building, however, will occupy 
only the LaSalle street frontage with a 
60-foot depth on Lake street. 

The Toombs & Daily investment firm 
will occupy the second floor of the 


with the Chicago of- 
Life. The 


structure jointly 
of the international 


| present Toombs & Daily offices are in 





LaSalle and Lake | 


the Continental National Bank build- 
ing. The first floor of the new struc- 
ture, fronting on LaSalle street, will be 
occupied by stores and shops. The 
International Life branch at present of- 
ficed at 20 E. Jackson boulevard will be 
moved into the new structure. It is ex- 
pected that the building will be ready 
for occupancy early in August. 

Commenting on the new building Mr. 
Toombs said: ‘We are constructing 4 
two-story building because we believe 
the time at present is not propitious for 
more loop office buildings.” 
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ROLLA WILSON HAS 
RESIGNED POSITION 





IS LEAVING CENTRAL LIFE 





Well Known Agency Man Has Not 
Announced His Plans for 
the Future 





W. Rolla Wilson, vice-president and 
agency director of the Central Life of 
Chicago, has resigned as of Apr. 1. He 
assumed charge of the agency depart- 
ment of the Central Life Jan. 1, 1925. 
Prior to that he had been vice-president 
and agency director of the Northwestern 
National Life for eight vears. Mr. Wil- 
son is known as a high grade agency 
manager. He is a graduate of Prince- 





W. ROLLA WILSON 


ton and has given his attention during 
almost all his business life to life in- 
surance. He has not announced his 
plans for the future. 





International Life Agents Meet 


Roy C. Toombs, president, and W. F. 
Grantges, vice-president and _ general 
manager of the International Life, at- 
tended an enthusiastic get-together pep 
meeting of the company’s Nebraska 
agents held at Omaha last week. Other 
company officials attending the gather- 
ing were Dr. E, F. Morgenstiern, vice- 
president, and F. E. White, general field 
supervisor. About 60 agents from all 
sections of the state were in attendance. 


To Honor F. H. Davis 
NEW YORK, March 15.—Frank H. 


Davis, agency vice-president of the 
Equitable Life of New York, is to be the 
guest of honor at a testimonial dinner 
\pril 16 to be tendered him by the board 
of managers of the metropolitan district 
of the company. There will be about 600 
representatives of the society present, 
these being the leaders in the metropo- 
litan district 


“Times” Extends Group Plan 


Announcement was publicly made this 
week by the “New York Times” that its 
group plan with the Equitable Life of 
New York is being extended from $1,000 
limits to $3,000 limits, in honor of the 
‘Oth anniversary of Adolph S. Ochs, 
President and publisher. It was in honor 
= his 60th birthday that the plan was 
irst imstituted and it is now extended 
With increased benefits. 


Seeley & Co. Are Naned 


Seeley & Co., general agents at Port- 
land, Ore., have been appointed north- 
MG California general agents for the 
Missouri State Life, thus rounding out a 
Waplete service for agents and brokers. 
} ard T. Haines, well known life un- 
twriter, has been appointed as man- 
ager of the life department. 








LI 


FE INSURANCE EDITION 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


General Age Limits 0 to 60. 
Non-Medical Age Limits 0 to 45. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i. e., Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies, Medical and Non- 
Medical. 


Same Rates for Males and Females, Medical and Non-Medical. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike, Medical and Non-Medical. 


Standard and Substandard Risk Contracts. 


Our Class C Senior Agents may write Non-Medical Applications 
for as much as $3,000. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIL, 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
Ss. D., W. Va. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, rightin the heart of Chicago’s Financial district. 


























| Organizing Man-Power | MR. AGENT 


The Penn Mutual is actively engaged in a campaign Doyoucare forQUALITY? 

to organize the man-power of its Field force through care- Age, Sound Exper ience 
dditi d th h educati d - , , : 

fully selected additions an roug ucation and coopera Low Cost, a Splendid Rec- 


tive supervision. : 
Important General Agency appointments are being ord for over 67 years: 


made, and a comprehensive plan of teamwork between 
Agency department and Field is being put into operation. 


If you have organizing ability, or sales ability, or the 
desire to be a life underwriter, plus ambition and industry, 
we can supply successful methods for putting them profit- THE ST. LOUIS 
ably at work. Address— 
Hugh D. Hart, Vice President MUTUAL LIFE 
The Penn Mutual Life Insurance Company aD ate 
° . | e olic ° rs 
Independence Square, Philadelphia, Pa. | oat lg of 
Founded 1847 | 


Then why not take 
a General Agency for 














Agency Department 




















j 3640 Washington Ave. 
“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a ST. LOUIS, MO. 
buyer of “Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. tise6 §6—The 
National Underwriter Company, 1362 Insurance Exchange, Chicago = © 
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EQUITABLE OF IOWA 


EXCEEDS MARK OF YEAR AGO | FILED BY LINCOLN NATIONAL | 





H. S. Sutphen Agency Ranks First 


in Office List—C. B. Metheny 
Is Personal Leader 





Paid-for production of the Equitable 


Life of lowa in February amounted to 
$7,131,680. This is a gain of $649,896 
over February, 1927, and brings the 
total number of consecutive months 
showing gains over the corresponding 
months of the previous year to 25. 

In percentage the gain over February 
last year was 15.3. The H. S. Sutphen 
agency of Pittsburgh was the leading 
agencv in February this year, with 
$479,000 of paid-for business. 
leading agencies and the amounts pro- 
duced by. each were: A. D. Wallis and 
J. A. Tyson agency, Philadelphia, $462,- 
500; Hoey, Ellison & Wendt agency, 
New York City, $343,976; B. F. Paugh 
agency, Coluinbus-Dayton, $285,775; F. 
A. Smart agency, Detroit, $232,753. 

The leading personal producers in 
February were C. B. Metheny, Pitts- 
burgh, $230,000; F. J. Lauschke, Chi- 
cago, $106,000; D. H. Swartz, Detroit, 
$90,753; R. O. Claypoole, Philadelphia, 
$87,000, and C, B. Ogilvie, New York 
City, $77,500. 

Of the amount written in February, 
$2,605,387, or 36.5 percent of the total, 
was written on the lives of old policy- 
holders. 


Life Notes 


The American Life of Dallas has been 
licensed in Arkansas. ° 

F. K. Houston, connected with the 
Colonial Life for some time, has been 
appointed instructor of the ordinary life 
policy department of that company. 


| POLICIES ON AMERICAN 
HAS RECORD FEBRUARY | MEN TABLE ARE APPROVED 


| 
| 
| 
| 





| 
| 


Other 








Regarded as Meeting Reserve Require- | 


ments of 18 States—Rejected 
in Seven 





New Policies on the American Men 
table have been filed by the Lincoln 
National Life in 18 states and approved. 
Seven other states have held that their 
laws did not permit the American Men 
reserves. New York specifically re- 
quires the American Experience table. 
In many of the states the American Ex- 
perience is given as a minimum, In such 
states the American Men reserves are 
regarded as legal except for peculiarities 
in the law or its construction. The poli- 
cies filed by the Lincoln National are 
the ordinary life and the 20-pay. 

Legislation Not Needed 


Heretofore it has been supposed that 
legislation was needed in order to intro- 
duce the American Men table. Careful 


states, however, revealed that they were 
not rigid, the only requirement in many 
states being assurance of solvency equal 
to that on the American Experience 
table. 
If a company had only business at the 
younger ages the American Men table 
might be held inadequate. Inasmuch 
as the two tables cross however, under 
the test by aggregate reserves, which 
actually is the real test of solvency, the 
American Men measures up to require- 
ments. 


Paul E. Fisher, formerly manager of 
the Lilly Hardware Company in Indian- 
apolis, has been appointed home office 
eee representative of the Indianapolis 
Life. 
diana Law School. 
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With Goods to Catch 
the Buyer’s Eye 


N the 15th century Spanish galleons 

scoured the seas and the known lands 
of the world, stocking up with goods to 
catch the buyer's eye. 
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PROGRAM FOR MEDICAL 
SECTION IS GIVEN OUT 


OUTSTANDING MEN TO SPEAK 


Dates Set for May 2-4 at Chase Hotel in 
St. Louis, Piper Announces 
—Subjects Listed 


Several of 
medical men will address 
meeting of the medical section of the 
American Life Convention to be held at 
the Chase Hotel, St. Louis, Mo., on May 


2-4. The tentative program for the gath- | 


ering has just been announced by C. B. 
Piper, M. D., medical director of the 
Guardian Life and chairman of the pro- 
gram committee, as follows: 

“The Medical Examiner and His Prob- 
lems,” Dr. J. B. Jack, medical referee 
and examiner, Chicago. 

“Some Problems of Modern Office Man- 
agement in Medical Insurance Practice,” 
D. M. Shewbrooks, medical director, 


| Acacia Mutual. 


lof Life 


Reserves after all are aggregate. | 


| surance,” 
| pital, 


| Demonstration 


Mr. Fisher is a graduate of the In- | 


“The Clinical Interpretation of Systolic 
Heart Murmurs,” Dr. Wm. N. Anderson, 
medical director, American Old Line, 


ase ‘ omen 
examination of the laws of the various | maha 


“What Are the Public Responsibilities 
Underwriters?” Dr. John Neal, 
medical director, Abraham Lincoln Life. 

“Consideration of Consistent Practices 
in Writing Disability Insurance,” Dr. 
Frank Harnden, medical director, Mid- 
land Mutual. 

“Syphilis from an Insurance Stand- 
point,” Dr. Amand Ravold, St. Louis. 

“The Value of the X-Ray in Life In- 
Dr. Charles E. Waters, assist- 
ant roentgenologist, Johns Hopkins Hos- 
Baltimore. 
of Myocardium, With 
the Electrocardio- 
Engelbach, internist, 


the 
of 
Wm. 


“Diseases 


graph,” Dr. 
St. Louis. 
“Diagnosis and Prognosis of Diseases 
of the Gall Bladder and Duodenum,” Dr. 
J. W. Wear, medical director, National 
Fidelity. 
Address—oO. J. Arnold, president, Amer- 


the country’s outstanding | 
the annual | 


| NOVEL CONTEST ATTRACTS 
| INTEREST AMONG AGENTS 


|DAY DRIVE WAS BIG SUCCESS 





Guardian Life Score a Record for Busi- 
ness Done During a Twenty-Four 
Hour Period 





The leap-day drive conducted by the 
field force of the Guardian Life on Feb, 


| 29 established a new record for that 
| company. 
Two hundred and thirty-two agents 


| secured 369 applications for a total of 
| $1,802,150 on that day. The best pre- 
| vious day’s record in business submitted 
| was $1,698,600, written on Dec. 1, 1926. 
More than a third of the agents partici- 
pating secured two or more applications, 
with a considerable number writing 
three, four and five cases. 

D. L. Harris of the Guardian’s Denver 
agency led with nine applications, all 
secured between 6 a. m. and nightfall 
of the day. Jacob Grob of the Cleveland 
agency was runner-up with six applica- 
tions. , 

Among the agencies, St. Paul was first 
with 21 applications. The Cleveland and 


New York (McNamara) agencies tied 
for second place with 17 applications 
each. The St. Louis agency produced 


the greatest volume, $215,500. Washing- 
ton, D. C., with $154,000 and Cleveland 
with $101,500 came next. 





ican Life 
Northwestern 





Convention and _ president 


National Life. 


Iowa agents of the Natural Reserve 
Life of Topeka held a three-day confer- 
ence in Des Moines last week. More 
than 40, agents were in attendance 
H. E. Bafter of Topeka, agency directo 
was in charge of the meetings. H. G 
McCune is Iowa state manager. 








A BOOK ABOUT OURSELVES f WRITTEN FOR YOU 


Now, as then, those who sell must study 


the buyer’s need. This great Multiple Line 


Company is constantly 


policy forms, which are the goods the 


agency has for sale. 


the needs of the day and made to catch the 


buyer’s eye, is a real stimulus to sales. 


May we have the pleasure of explaining 
the Continental’s Multiple Line Idea to you? 
If you address the Agency Department, 


you will receive details immediately. | 
| 


CONTINENTAL CASUALTY COMPANY 
CONTINENTAL ASSURANCE COMPANY 


H. G. B. ALexanper, President 
910 South Michigan Avenue 


CHICAGO, ILLINOIS 


The Affiliated Continental Companies write 
practically all forms of Insurance and Surety Bonds 


Protection, keyed to 


‘ 





developing new 
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EIGHTH SALES CON 
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GRESS 
IS HELD AT CLEVELAND 





ATTENDANCE MORE THAN 1,100 





Northeast Ohio Association Stages Suc- 
cessful Educational Event — Dele- 
gates Present from Pennsylvania 








CLEVELAND, March 14.—The 


eighth Northeast Ohio Life Insurance 
Sales Congress held last week es- 
tablished new records in point of at- 
tendance, interest and enthusiasm. The 


theme of the congress was the profes- | 
sionalizing of the business of life under- | 
writing, and this note was sounded by 


each of the four headline speakers, al- 
though from widely varying points of 
view. 

The attendance record of more than 
1,100 agents was swelled to the new 
mark by an unusually heavy attendance 


from outside cities in northern Ohio and ' 


northwestern Pennsylvania. 

The opening address was made by AIl- 
fred Hurrell, vice-president and general 
counsel of the Prudential. 
selecting as his topic, “The Social Force 
Behind the Policy,” traced the develop- 
ment of social force from the time of 
the ancient Greeks when all individual 
rights were subordinated to the interests 


of the state, on down to the present day | 


civilization when the rights of the in- 
dividual have been established as para- 
mount. 


See Answers Objections 


Mr. Hurrell, | 


The second speaker was Frank M. | 


See, general agent of the Union Central 
Life at St. Louis, who spoke on “Han- 
dling Objections.” His address touched 
a very responsive chord on the part of 
his audience, which interrupted him fre- 
quently with vigorous applause. 

“Forget about your prospects’ prelim- 
inary objections,” said Mr. See. “Talk 
to him about himself. Try to get his 
viewpoint. 
fence. Weave the thought of life in- 


Talk from his side of the 


surance into his order of life and not | 


your own.” 
Lack of Preparation 


The opening speaker of the afternoon 
session was Charles A. Hinkley, general 
agent of the New England Mutual at 
Buffalo, and himself a $5,000,000 per- 
sonal producer. His subject was, “Why 
Underwriters Fail.” 

_.Mr. Hinkley’s experience has shown 
him that most unsuccessful sales are due 
to lack of preparation for the sale. 


Rose Concludes Program 


The final talk of the congress was 
tiade by William Ganson Rose of Cleve- 
land, nationally known author, lecturer 
and humorist, and specialist in financial 
advertising. In his talk “What Gets 
Em,” he emphasized the salient points 
ol salesmanship, illustrating his remarks 
with stories and anecdotes. 

Underwriters were urged to capitalize 
on the current news of the day which 
1s so rich in reasons for purchasing life 
imsurance. He stated that the publicity 
given the fact that Rodman Wana- 
maker, who has just died was the most 
heavily insured man in the world, would 
— cost more than $500,000 at space 
ales, 

_ Other points of salesmanship empha- 
sized and illustrated by Mr. Rose were the 
Use of time, loyalty, inspiration of con- 
hdence and enthusiasm, and the making 
Of Iriends, 

: Mr. Rose, who is also well known as 
@ collector of art objects, closed his ad- 


Gress by presenting to the Cleveland | 


Life Underwriters’ Association, an en- 
‘arged direct photographic reproduction 
en the first known photograph to be 
— of Abraham Lincoln, similar to 
o - which he has presented to sev- 
ai governmental heads and high of- 


ficials in F ; 
. orld in Europe and elsewhere in the 
world. 
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January 1, 1928 


Insurance in Force............-s-+++: $201,354,817.00 


Admitted Assets ....... sda ian 
Total Liabilities to Policyholders and 

SE. ccc hedeeteeostedeesces 
Capital and Surplus...........---+-- 


Comparative Table 













24,027,509.84 


22,820,135.46 
1,207,374.38 
















Insurance Jan. 1 Admitted 
in force Assets 

$ 36,853,610.00........... ee $ 5,064,430.36 
42,410,962.00........... WDIZ. ..ccceces 5,732,085.84 
46,442,058.00........... See eee 6,126,666.23 
50,281,615.00........... IDIG. ..ccvceee 7,229,108.07 
62,336,698.00........... BORB. cc ccscecs 8,671,320.91 
92,109,284.00........... eee 10,688,859.82 
130,004,110.00........... See eeee 13,263,529.36 
150,137,940.00........... 1984... cccveces 16,198,597.91 
175,489,299.00........... Se 19,541,951.43 
201,354,817.00........... 19ZB. wc ccccecs 24,027,509.84 





















What makes a Good Company Good? 
Good Fieldmen in Good Territories, a Good Manage- 
ment, and Good Agency Openings for good Men. That’s 
what makes a Good Company. Do the figures above 


look good to you? 


The Franklin Life Insurance Company 


Springfield, Illinois 


Good Policies, 


















































Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 


Organised 1845 
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We file the 
Automatic Woy. 


These files expand 
for greater conver 
tence, efficiency 
ondextra capacity 
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File can equal it for Filing Efficiency. 
30 OAYS FREE TRIAL 5 YEAR GUARANTY 

Submit your filing problems and get our 
cotologs. Expert foctory service and 
foctory prices to consumers direct 

The AUTOMATIC FILE & INDEX CO. 

Foctory and Home Office,Green Bay, Wis. 

and Mihwoubes 
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’ Button at the Helm—All Are Glad 


Tue news that Col. JoserpH Button, 
Virginia insurance commissioner, would 
not be dethroned in his state even 
though the complexion of the insurance 
supervisory arrangement in his state has 
been changed by a recent act of the 
legislature, was most gratifying. For 
a time the skies looked squally for ‘“‘Col- 
onel Joe.” At least his friends in dis- 
tant parts seemed to feel that he might 
not land on his feet when the explosion 
ended. However Colonel Button is 
again at the helm and this is a great 
relief to the insurance interests at large 
and the thinking public of his common- 
wealth. Colonel Button is a veteran in 
the supervisory ranks. 

As secretary and chief mogul of the 
NATIONAL CONVENTION OF INSURANCE 


ComMISSIONERS he is indispensable. He 
knows more about the organization than 
any other commissioner because he has 
been connected with it prominently so 
long. The secretary is the clearing 
house of this association. Colonel But- 
ToN has always been tolerant, sympa- 
thetic and yet courageous. The people 
of his state have had an honest insur- 
ance administration. As the secretary 
of the NATIONAL CONVENTION oF INSUR- 
ANCE COMMISSIONERS he has been emi- 
nently fair. Without “Colonel Joe” the 
NATIONAL CONVENTION OF INSURANCE 
CoMMISSIONERS would lose its rudder. 
May he live to continue at the head of 
the Virginia insurance department for 
many years. His services are greatly 
needed. 


Speed in Legislation 


In reviewing the work of the Virginia 
legislature, the Richmond Times-Dis- 
patch said in part; “In less than 15 min- 
utes the state senate yesterday dis- 
patched 74 bills which had previously 
passed the House, thus establishing a 
record for speed for the senate. Shortly 
thereafter the upper body enacted five 
other measures, thus making a total of 
79 as a day’s work.” 

In the light of this remarkable state- 
ment it is easy to understand how hun- 
dreds if not thousands of new laws ap- 
pear upon the statute books of the vari- 
ous states as well as those of the nation 
each year, making altogether farcical the 
old adage that “ignorance of the law 
excuses no man.” Obviously it is im- 
possible for any, human being to keep 
pace with such a legislative output. 
Equally patent is it that but few of 
the new statutes can have been properly 
considered by the legislators prior to 
their enactment. 

Many bills are passed upon the mere 


reading of title out of compliment to 
their legislative sponsors and upon the 
assurance of the latter that measures 
“are all right.” 

Insurance in common with other im- 
portant lines of business, and perhaps 
in greater degree, suffers each year from 
a deluge of legislative bills, requiring 
constant watchfulness upon the part of 
underwriters to ward off those of a vi- 
character; action that unfor- 
tunately is not always successful. 

The intelligence of the average Vir- 


cious 


ginia legislator is doubtless as high as 
that averaging in the governing bodies 
of other commonwealths of the country. 
If the senate of the Old Dominion state 
can dispose of “74 bills within 15 min- 
utes” one cannot but marvel that busi- 
ness institutions are able to function at 
all. What general business sadly needs 
is a surcease from further legislation and 


Human Interest Appeals 


TuHat the human interest story is still 
the greatest appeal to cut through, the 
wall of reserve which every human be- 
ing erects about himself is clearly dem- 
onstrated in the results of the direct by 
mail campaign for business undertaken 
by Eart G. MAnniNG, Boston general 


agent for the JoHn Hancock MUTUAL 
Lire. Mr. MANNING recently outlined the 
results of his campaign which has ex- 
tended over several years and showed 





to be left free to work out its own 
problems. Harmful laws cause great 
trouble and expense. 

that he had written many millions of 


business directly through the appeal of 
certain human interest stories drawn up 
in booklet form. One certain booklet 
individually led to the production of 
$7,000,000 of new business. That was a 
sketch in narrative form which could ap- 
peal to the readers and present the life 
insurance story without approaching 
technicalities. Mr. MANNING has done 
the same thing in his general advertis- 





ing. One small advertisement carried in 


| daily 


newspapers constantly feature, 


the program of the Boston Symphony | Such stories, given briefly, can do more 


Orchestra brought in $150,000 of new 
business. This ad was simply a brief 
story of an aged man who had not pro- 
vided for his future. It was one of the 


strings, 


old human interest stories such as the | 


than a long and elaborte technical anal- 
ysis of the business. The public can 
understand the appeal to the _heart- 
when it cannot understand actu- 
arial methods. 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Charles Grilk, prominent Davenport 
attorney, who was general counsel for 
the Federal Surety and the Register 
Life, both of that city, died last week 
from hemorrhage of the brain. He was 
in Des Moines to attend the state Re- 
publican convention, to which he was a 
delegate, and his death occurred in thnt 
city. He was a native of Clinton, Ia., 
and a graduate of the Harvard law 
school. He was 55 years of age. 

Walton L. Crocker, president of the 
John Hancock Mutual Life, has now 
consented to be a candidate for re- 
election as director of the United States 
Chamber of Commerce. This an- 
nouncement is made by the Boston 
Chamber of Commerce. Mr. Crocker 
was elected a director in 1926, and has 
been very active in the United States 
Chamber since. Mr. Crocker is a 
regular director from the Boston dis- 
trict. 

Silas H. Cornwell, vice-president of 
the Phoenix Mutual Life, completed on 
March 7 his 60th year of active service 
with the Phoenix Mutual. At the hotel 
in Florida where he is spending a few 
weeks, he received a large number of 
congratulatory telegrams and _ letters 
from his fellow officers and associates. 

Starting as an office boy with the 
Phoenix Mutual in 1868, Mr. Cornwell! 
has filled many positions of trust dur- 
ing his long career. He was elected 
assistant secretary in 1903, secretary in 
1904, a director in 1914, and vice-presi- 
dent in 1918. 

On his return to Hartford, Mr. Corn- 
well wil! find in his office a handsome 
mahogany desk and chair, the gift of 
Phoenix Mutual officers and directors. 


The death of B. Carlyle Fenwick, gen- 
eral agent at Philadelphia for the John 
Hancock Mutual Life, after but a week's 
illness, came as a distinct shock to his 
many acquaintances throughout the life 
insurance field. 

Mr. Fenwick was 62 
for 37 years, virtually all his life, had 
been in life insurance. His career with 
the John Hancock dates back to 1903, 
when he started with the E. J. Clark 
agency of Baltimore, as sub-agent. His 
ability merited him the appointment ot 
state agent at Newark in 1906, where 
with William A. White, under the firm 
White & Fenwick, he took 


years old and 


name of vick, c 
charge of that agency, until his appoint- 
ment in December, 1921, to general 


agent at Philadelphia. 

Mr. Fenwick attended the recent an- 
nual convention of his company in ap- 
parent good health. He is survived by 
his widow and a son. 

James A. Fulton, superintendent of 
agents of the Home Life of New York, 
has been in a hospital at Dover, Del., 
having undergone an operation for ap- 
pendicitis. 


H. F. Glattfelder, of Fairfield, Iowa, 
who has been district manager of the 
Mutual Life of New York for a num- 


eration for chronic appendicitis and is | 


improving nicely. 

John H. Mockett, Sr., the oldest resi- 
dent life insurance agent in Nebraska 
in the matter of years of service, died 
at his home at Lincoln March 10, aged 
87. He was born in England, saw serv- 
ice as a Union soldier, and after teach- 
ing for a time following the war, en- 
tered the insurance business in 1880, be- 





ing later joined by his two sons. He 
was general agent for the Northwestern 
Mutual for southern Nebraska for many 
years. He retired in 1913. 


Harry E. Glatz, Jamestown, N. Y,, 
insurance broker, has been named as a 
candidate for the Republican state com- 
mittee from the first assembly district. 
Mr. Glatz established a world’s record 
in 1925 when he wrote 515 life insurance 
applications in one month. The record 
has since been surpassed. 


A. R. Henderson, district agent of the 
Southland Life at Groesbeck, Tex., has 
the distinction of writing 16 policies on 
the lives of ten members of the same 
family in his community since 1911. The 
male head of the family carries six poli- 
cies on his life and his wife carries one 
on her life. Four daughters, two sons 
and one son-in-law carry one policy each 
and another son-in-law carries two poli- 
cies. The head of the family is a suc- 
cessful farmer. There are still a few 
members of the family who are unin- 
sured, but Mr. Henderson reports that 
it is only a matter of time until these 
will be added to the family’s insurance 
“tree.” 

Arthur F. Hall, president of the Lin- 
coln National Life, left New York this 
week for a tour of Europe. His stay 
abroad will be indefinitely long. 


E. E. Rhodes, vice-president of the 
Mutual Benefit Life, sailed Saturday for 
Europe, accompanied by his wife. Mr. 
and Mrs. Rhodes will sojourn in Italy 
and will be gone from Newark about a 
month. 

Frank §. Russell, the oldest home o/- 
fice employe of the Equitable Life of 
lowa, died at Des Moines, aged 81. Mr. 
Russell was born at Vermont, Ill. His 
childhood and young manhood were 
spent in Illinois. He went to Des 
Moines in 1882. In 1903 he became 2 
member of the Equitable family. 

About sixty representatives of the 

Prudential were present at a dinner last 
week given in celebration of the 235th 
anniversary of Edwin B. Harris, super- 
tendent of the Indianapolis No. 2 Dis 
trict. Edward Gray, vice-president, 
William R. Konow, assistant secretary 
and Thomas H. Girtanner, division mat- 
ager, were present from the home office 


H. L. Conn, former superintendent of 
insurance of ‘Ohio, has announced he 
will not be a candidate for the Demo- 
cratic nomination for governor. Judge 
Conn was a candidate for state supreme 


| judge in the election two years age 


| French 


He served as associate justice of the 
supreme court for a time under af 
pointment from the governor. 


Col. E. J. Boughton, general attorney 
of the Philadelphia Life, sailed on the 
line steamship “Rochambeat’ 
for Havre and will spend about three 


| months in France and Italy. 
ber of years, underwent a successful op- | 





Dr. Henry A. Baker, medical direct 
of the Kansas City Life, has been elect 
a member of the board of directors 
that company. Dr. Baker is well know 
among insurance executives. At 0 
time he served as medical examiner ° 
the Pacific Mutual Life in New Yor 
City. He also has been medical exa% 
iner of the old Washington Life at its 
home office and was one of the medic 
directors of the old Pittsburgh Life ‘ 
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Trust. He was one of the organizers of 
the medical section of the American 
Life Convention and has been active in 
that body ever since. He also is a mem- 
ber of the Association of Life Insurance 
Medical Directors. 

Notified while making an address be- 
fore the Ohio Sales Congress in Cleve- 
land that his wife was seriously ill, 
Charles A. Hinkley, manager of the Buf- 
falo district of the New England Mutual 
Life, was on his way to her bedside by 
airplane within 30 minutes after getting 
the message. The 190-mile trip. was 
made in 150 minutes, Mr. Hinkley reach- 
ing his wife’s bedside before the first 
railroad train for Buffalo would have 
left the Ohio city. It was Mr. Hinkley’s 
first "plane ride. He found his wife seri- 
ously ill but hope is held for her re- 
covery. 

James A. Beha, superintendent of in- 
surance of New York, and James J. 
Hoey of the New York City agency firm 
of Hoey & Ellison will be among the 
New York state delegates to the demo- 
cratic national convention at Houston. 
Both are loyal supporters of Governor 
Smith of the Empire state and will put 
forth their utmost to advance his can- 
didacy for the presidential nomination. 
Four vears ago Mr. Hoey held the 
Smith supporters in line at the national 
convention in New York. It was 
through no fault of his that the Empire 
state’s popular governor failed to get 
the nomination at that time. Messrs. 
Beha and Hoey are experienced poli- 
ticians, the latter having served as a 
member of the New York assembly for 
several years prior to becoming deputy 
superintendent of the insurance depart- 
ment. Subsequently he was a _ vice- 
president of the America Fore companies, 
resigning to enter the agency business. 
His office now ranks as one of the lead- 
ers in premium income in the metrop- 
olis. 


The Pan-American Life in March is 
celebrating the 16th anniversary of 
“President’s Month” in honor of Craw- 
ford H. Ellis, the chief executive of the 
company. Mr. Ellis is one of the big 
business men of New Orleans, who has 
taken a great interest in life insurance 
and given the Pan-American the bene- 
fit of his good judgment and vision. 





| LIFE AGENCY CHANGES 





U. S. LIFE IN CONNECTICUT 


E. F. Von Wettberg to be General 
Agent in Charge of De- 
velopment 


NEW YORK, March 15.—The 
United States Life has been licensed in 
Connecticut and E. F. Von Wettberg, 
who has been general agent in New 
Jersey for the past nine months, has 
been appointed general agent in charge 
ot the development of business in Con- 
necticut. He has been making his 
home in Fairfield, Conn., and has sought 
agency privileges in that state for some 
time. He will, however, retain his New 
Jersey office in Newark and continue as 


general agent there. Prior to joining 
the United States Life last year, Mr. 
Von Wettberg was with the Mutual 


Benefit, New England Mutual and Mis- 
Sour! State Life and he has made an 
excellent record in production, featuring 
the development of business in conjunc- 
tion with banks. The company will also 


ne other appointments in Connecticut 
ater, 





Charles M. Jackson in New Post 


me harles M. Jackson has been ap- 
Pointed southern Georgia general agent 
ot the Southern States Life. His head- 
(uarters are at Macon. He will have 
oo over all of southern Georgia 
be lane the territory covered by Gen- 

a! Agent Vinson at Blakely and Lam- 
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Abraham Lincoln once 
“Leaders are ordi- 


nary people with extraor- 


said: 
dinary determination.” 


With his usual deep insight into hu- 
man nature, the Great Emancipator 
in this epigramatic sentence, gave us 
an answer to the question of why 
some people succeed and others fail 
why some business organizations 
forge ahead. 

He gives us in this sentence a com- 
pliment for the people of determina- 
tion; he compliments them with the 
The man 


work 


little bit better is a leader. 


appellation “leaders.” who 


determines to do his just a 
rhe man 
who determines to build an adequate 
for himself is a 


insurance program 


leader. The company that serves with 
a determination to do every possible 
reasonable favor for its policyholders 


is a leader. 


Insurance 
means so much 
to us as indi- 
viduals in put- 
ting our mind 
at rest in the 
assurance that 
our plans will 
be carried on 
no matter 
what may hap- 
pen to us— 
that our loved 


Each Lincoln Life 
Leader has a full 

Kit of Tools f 
ones will not 


be overwhelmed in such an in- 
stance—that we could use deter- 
mination nowhere to better advan- 
tage than in our insurance program. 


“A leader” among insurance compa 
nies, as Lincoln has defined the word, 
does its utmost to help the individual 
maintain his determination and carry 
his program through. The Lincoln 
National Life Insurance Company is 
such an institution. It constantly and 
tactfully works with its policyholders 
to that end. 


We of the Lincoln National Life 
are proud of our company, and 
its service policies and plans. We 
watch with delight the fruits of 
determined application of its serv- 
ice program in its growth, its 
size, its loyal patrons, staff mem- 
bers, and field men, and its ag- 
gressive, progressive, spirit. Lis 
ten to the words of the head of 
our agency organization. 





man 


“Every labels his 
work. Be sure you label 


yours with the Quality 


stamp.” 
Walter T. Shepard 


Vice President 
The Lincoln National Life 
Insurance Companp 


HESE words were directed to 
I the members of The Lincoln 
Life’s great and efficient agency 
organization, an organization of deter- 
mined men if there ever was such a 
group. At the call of their leaders 
they have been known to do a year’s 
work in four short months, many of 
them. 


There is an organization among them 
of determined men who let no week 
pass without production. There are 
men in that organization with more 
than cight years of continuous weekly 
production—there is one man who 
has not failed to produce for more 
than seven hundred consecutive 
weeks! Many of them have records 
of two year’s or more of such de- 
termined effort. 


This kind of determination is a 
part of the woof and warp of the 
entire Lincoln National organization. 
You will find it in every department 
in its great home office personnel. It 
shows itself in its speedy service, 
which it is its pride to maintain, no 
matter what the peak loads, contin- 
ent happenings, or particular events. 
No matter of hours, or happenstance 
ever stands between a Lincoln Life 
staff member and his 
to deliver the ultimate in 


determination 
service, 


Lincoln Life determina- 
tion is symbolized, per- 
haps, in the strong, 
striking columns of its 
imposing entrance. We 
are proud of our beau- 
tiful building, praised 
the country over for its 
efficiency, and we are 
inspired by its simple 
strength and dignity to 
maintain our work to planes in keep- 
ing with its keynote. 





We take pride in the strength of 
our company, which parallels in de- 
gree its service. Point after point 
might be cited to indicate its strong 
position, its size, its surplus, its tre- 
mendous reserves. t me cite but 
one, the second in this series. 


Continuous management 


from the beginning has 





been the story of the de 
termined leadership of The 
Life Company 


Lincoln Insurance 


There have been no changes inter 
ruptions, friction, internal dissention, 
similar 

life of 


Its continuous 


experiences 
National. 


executive 


and devastating 


in the The Lincoln 
successful 
leadership has meant continuous pro 
gress and growth—it has enabled the 
ganization to break records, to at 
tain a place among the companies of 


the Half-billion-size quicker than any 


other company has ever achieved so 
much insurance in force. The 
strength of The Lincoln National 


Insurance Company is as the 


steel, 


Life 
strength of 


National 


message 


The determined Lincoln 


Field Men 


of such a company to the people are 


who carry the 
backed with their confidence in their 
and equipped with a com- 
plete “kit of 
all the 


they have such special instruments as 


company 
tools.” In addition to 


standard “tools” or policies, 
the professional disability clause, and 
other progressive offerings. The tool 
kit of The National 


is modern and efficient indeed. 


Lincoln man 


He is backed by modern and effi- 
cient sales cooperation. He has the 
advantage of practicable sales liter- 
ature, prompt home office investi- 
gation of his problems, and prompt 
and efficient service. Cooperation 
of an unusual degree is offered him, 
and frequently, when he tries to 
explain his success, he says he can 
attribute it largely to the coopera- 
tion he receives. 


Lincoln National men work from 
coast to coast in the most fertile in- 
surance territory. Take California, 
for instance, where important 
agency conventions are now being 
concluded. In this great state Lin- 
coln National supervisors and gen- 
eral agents and field men are gird- 
ing their loins for even more ag- 
gressive work, and are welcoming 

recruits to their ranks, 


~~ in the service of their 

a unusual company, so ag- 
PER gressive, progressive, 
Guiting friendly, young and 
, = strong—among the first 


twenty-five in size of all 

\ the American com- 

Ne ) panies—at the very top 

\ >in determination to 
serve. 


SLincaln. \ 


The Lincoln National Life Insurance Company 


Ft. Wayne, Indiana 


Total Insurance in Force: $521,000,000.00 
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bert at Valdosta and a new general 
agent, to be announced later, at Savan- 
nah. L. L. Carrington will remain at 
Macon and will be actively associated 
with Mr. Jackson in the new general 
agency. 

Mr. Jackson was born in Kentucky. 
He has been in life insurance work for 
20 years. He has made good records in 
organization work and personal produc- 
tion. In 1926 he produced $916,000 in 
the Texas field. 


W. M. Abbott 

W. M. Abbott, formerly of the South- 
land Life of Dallas, Tex., is now asso- 
ciated with Don F. Safford in the At- 
lanta, Ga., office of the Southern States 
Life. Fourteen years ago Mr. Safford 
started Mr. Abbott in the automobile 
business in Dallas. After some years of 
success in that city he moved to Kansas 
City, Mo., but later returned to Dallas, 
Then he left the automobile business to 
engage in the life insurance business 
with the Southland. 


A. A. Butler and L. S. Augsburger 


A. A. Butler, who is head of the life 
department of the Continental Assur- 
ance in the Chicago city office of the 
Continental Casualty and Continental 
Assurance, has been made agency super- 
visor of the Continental Assurance for 
the Chicago district. He will now have 
his headquarters at 910 South Michigan 
avenue. L. S. Augsburger becomes 
head of the life department in the Chi- 
cago city office. 


G. A. Sawyer 


G. A. Sawyer has been appointed 
manager for Kansas for the St. Louis 
Mutual Life. He will have headquar- 
ters at Topeka. 





J. Hugh Walsh 


J. Hugh Walsh has been appointed 
manager of the life department of the 
Hoffmann, Son & Company agency of 
the Pan-American Life. 


C. A. Drinkard 


C. A. Drinkard, one of the best known 
life insurance men in the Wenatchee 
district of Washington, has been ap- 
pointed general agent for Douglas, Che- 
lan and Okanogan counties for the Mon- 
tana Life. He succeeds J. J. Miller, who 
remains in the district as special agent. 
Mr. Drinkard formerly resided at Lew- 
istown, Mont., where he was. promi- 
nently identified with a number of im- 
portant civic movements. 








Hattie Mae Martin 


Hattie Mae Martin, who went with 
the Merchants Life of Des Moines in 
1927, has been appointed supervisor with 
Minnesota territory assigned to her for 
intensive cultivation. After she went 
with the Merchants Life she began to 
demonstrate her ability to write busi- 
ness. She is now busily engaged in or- 
ganizing the state. 


G. H. Helgerson 


G. H. Helgerson, formerly insurance 
commissioner and state treasurer in 
South Dakota, who has been appointed 
general agent for the Merchants Life 
of Des Moines in that state, will develop 
the business there rapidly. He has a 
wide acquaintance throughout the state. 


W. J. Krause 


William J. Krause has been appointed 
general agent by the Merchants Life of 
Iowa for Indiana. He has been very 
successful as a salesman. 


Cecil M. Clary 


Cecil M. Clary has been appointed 
district manager for the San Jose, Cal., 
district of the California State Life. 
His offices are in the Bank of Italy 
building at San Jose. His district in- 
cludes the counties of Santa Clara, San 
poo Monterey and Santa Cruz. In 














7 Mr. Clary, with W. Harry Wraith, 


THE MATION AL 


the Golden Gate agency at San 
Francisco. C. A. Rodgers, who has 
acted as agency organizer in the San 
Jose district for several months, remains 
at San Jose to work with Mr. Clary. 


opened 





Elmer Bazo 


Elmer Bazo has been appointed dis- 
trict manager for the Stockton, Cal., dis- 
trict of the California State Life. He 
succeeds A. R. Goldsmith, whom illness 
has forced from active service. Before 
joining the California State Life he 
served for a time in the field force of 
the Reliance Life. 


im N. Lefebvre 


Leon N. Lefebvre has been appointed 
Oregon general agent of the California 
State Life. His headquarters are at 
Portland. The Portland branch office 
has been moved to 1008 Corbett build- 
ing. Mr. Lefebvre is a native of Can- 
ada. He moved to Portland some years 
ago. In 1918 he entered the life insur- 
ance business. 


J. Paul Leebrick 


The Occidental Life of Los Angeles 
has appointed J. Paul Leebrick as gen- 
eral agent for Hawaii with headquarters 
at Honolulu, where he conducts a gen- 
eral insurance agency, writing fire and 
casualty in addition to life insurance 
Mr. Leebrick is an experienced life man 
and widely known in insurance circles 
of Hawaii, having resided in Honolulu 
for the past ten years. 

William J. Divine, Jr. 

William J. Divine, Jr., has been ap- 
pointed district manager at Beloit, Wis., 
for the National Life of Vermont, ac- 
cording to Frank E. Pettric, manager 
for the company in Wisconsin. Mr. Di- 


vine formerly was in the fraternal life 
insurance field. 








Paul H. McGauley 


Paul H. McGauley has been appointed 
general agent ir the Indiana department 
of the Reliance Life with headquarters 
in the Guaranty building, Indianapolis. 


Percy G. Brite 


Percy G. Brite, well known insurance 
man, has been appointed general agent 
for the Penn Mutual Life at Mt. Ver- 
non, Ind. 





H. G. Sullivan 


The Atlantic Life announces the ap- 
pointment of Harry G. Sullivan as gen- 
eral agent at Orlando, Fla. In addition 
to that city, his territory will include 
four outlying counties. Mr. Sullivan was 
formerly in the stock and bond business. 
He is originally from Dell Rapids, S. D., 
and is an alumnus of the University of 
Chicago. 





N. H. Moore 


N. H. Moore has been named as 
agency supervisor at Omaha for the 
Guardian Life. For the last five years 
he has been connected with the Security 
Mutual of Lincoln and the Bankers Life 
of Des Moines, working in Nebraska. 


B. F. Peetz 


B. F. Peetz has been appointed gen- 
eral agent of the Montana Life at Pen- 
dleton, Ore. Mr. Peetz has had broad 
xperience in the life insurance business 
and is an able field organizer. 


Jacob L. Williams 

Jacob L. Williams has joined the A. 
B. Cohen & Son general agency of the 
International Life at Scranton, Pa. Mr. 
Williams is new to the life insurance 
business but has had much generai busi- 
ness and organization experience. For 
eight years he was president of the He- 
brew Free Loan & Sheltering Aid As- 
sociation. 


C. M. Lowe, L. P. McCord 


Because ill health forces C. M. Lowe 
to relinquish some of the more strenu- 
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ous duties of his aaa agency for the 
Southern States Life at Jacksonville, 
Fla., the Florida east coast agency has 
been incorporated with Mr. Lowe as 
president and L. P. McCord as vice- 
president. Mr. McCord formerly was 
one of the most prominent bankers of 
Jacksonville. 





J. G. Weldon 


J. G. Weldon, for the past year north- 
ern Colorado manager for the American 
Central Life, with headquarters in Gree- 
ley, has been named Colorado manager 
for the Montana ee according to an 
announcement by George B. Schwieger, 
agency supervisor from the home office 
who was in Denver recently. Before 
his experience with the American Cen- 
tral, Mr. Weldon was a banker in Mon- 
tana. 


G. C. Gilbert, Jr. 


George C. Gilbert, Jr., has been named 
supervisor for the Reliance Life in Ore- 
gon and Washington, with headquarters 
at Seattle. 
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G. W. Williams 


G. W. Williams has been appointed 
manager of the west coast Florida 
agency of the Southern States Life. He 
has opened offices at 711 Peninsular 
Telephone building, Tampa. Mr. Wil- 
liams is one of the largest personal pro- 
ducers the company has. The agency 
has set a goal of $1,500,000 of paid-for 
business for 1928. 





Ohio State Life Appointments 

New agencies have been established 
by the Ohio State Life at Wheeling, W. 
Va., Fort Wayne, Ind., and Greenfield, 
O. Agency Organizer J. H. Waterman 
is in charge at Fort Wayne. H. B. Her- 
ron, who has been connected with th 
Newark, O., agency, has taken charge 
at Wheeling, and the Greenfield agency 
is being managed by J. A. Schwart, who 
has represented the Ohio State Life in 
that city for several years. 





Cc. W. Booth, formerly’ secretary- 
treasurer of the B. F. Zinn Insurance 
Agency, Milwaukee, has become associ- 
ated with the George H. Russell Co, 
prominent insurance agency. Mr. Booth 
is specializing particularly on life in- 


surance in his new connection. 
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AWARD “LEAP YEAR” PRIZES 





Contest for Business Written Feb. 29, 
Features Northwestern Mutual’s 
Connecticut Meeting 





The annual spring get-together mect- 
ing and election of officers of the Con- 
necticut agents of the Northwestern Life 
was held in Hartford March 6. About 
35 agents from all parts of the state 
attended. John P. Davies, assistant su- 
perintendent of agencies, and Nelson 
Phelps of the educational department, 
from the home office, were present. 

Albert C. Griswold was elected presi- 
dent of the association. Other new 
officers are: Vice-president, Paul Rig- 
henzi, Hartford; secretary and treas- 
urer, Myron A. Griswold, Hartford; ex- 
ecutive committee, F. A. Griswold, 
Bridgeport; A. B. Lincoln, Ashford; 
William H. Bouteiller, Middletown. 


Davies Makes Address 


At the first session a talk on “Op- 
portunities of Life Insurance and How 
to Grasp Them” was given by Mr. 
Davies. At the luncheon which fol- 
lowed, prizes for the leap year contest 
were awarded by Oliver S. Styer of 
Bridgeport, chairman of the board of 
strategy of the association. First prize, 
for the largest amount of insurance writ- 
ten Feb. 29, was awarded to,F. A. Gris- 
wold II of Bridgeport, and second prize, 
for the largest number of life insurance 
policies secured, to Elmer C. Young of 
Hartford. 

The following subjects were discussed 
by Mr. Davies and Mr. Phelps at the 
afternoon session: “Programs and In- 
come | Insurance,” “Partnership Insur- 
ance,” and “Capitalizing Our Strength.” 
It was announced that the amount of 
business done the first two months of 
this year shows an increase of 20 per- 
cent over that of the same period last 
year. 


Opens Brooklyn Office 


The Victory Life of Chicago, the well 
known Negro company, has opened a 
branch office in Brooklyn. A. J. 
sons, who majored in insurance in New 
York University, has been appointed 
manager. 


Florence E. Shall’s Record 


Mrs. Florence E. Shall, manager of 
the women’s department of the Equita- 
ble Life of New York in Boston, re- 
cently placed a $200,000 policy. Last 
week she placed $50,000 additional. 





UNIONS SEEK GROUP COVERS 





Hearing on Massachusetts Bill to Au- 
thorize Practice — Commissioner 
Monk Opposes Proposed Plan 





BOSTON, March 15.—The insurance 
committee of the Massachusetts legisla- 
ture gave a hearing this week to Martin 
T. Joyce, secretary of the Massachusetts 
state branch, American Federation of 
Labor, on labor's bill that members otf 
labor unions be authorized to hold group 
~ Pig cong as labor union groups. 

Mr. Joyce argued that group insurance 
by crafts would tend to reduce labor 
turnover and would be a benefit to the 
families of workmen who die. Group 
pension schemes by individual employes, 
he declared, had not been satisfactory. 
the employe being a loser if he changed 
to other employment. The unions de- 
sired to take out group policies in their 
own insurance company, the Union La- 
bor Life of Washington, D. C 


Monk Questions Plan 


Commissioner Monk opposed the bill. 
declaring there was grave doubt in his 
mind whether group insurance could be 
properly applied to members of labor 
unions as a group. The insurance was 
without medical examination, which is 
the basis of insurability. If such insur- 
ance can be extended to members 0! 
the same occupation, he said, it could 
just as properly be extended to members 
of the same fraternal organization of 
church. A bill which has been before 
the Massachusetts legislature for sev- 
eral vears sought to allow group insur- 
ance for National Guardsmen, a phys'- 
cally selected group, but this failed to 
pass because of the same doubt. 

The relation of the union to the 
worker is not that of employer to em 
ploye, said the commissioner. This par- 
ticular company in which the unions 
desire to insure is a very good one. said 
the commissioner, and he added _ he 
would be glad to see it in Massachusetts 
when it is able to qualify. The bill 
however. is a general law and would 
permit the privilege to be extended to 
any company. 





Former Ambassador Speaker 


Roland S. Morris, member of the firm 
of Duane, Morris & Heckscher, general 
counsel for the Philadelphia Life, an¢ 
former ambassador to Japan during the 
Wilson administration, addressed the 
home office agencv of the Philadelphi@ 
Life last week. Mr. Morris was intro 
duced by President Clifton Maloney. He 
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drew a word picture of the founding of | its healthy growth to its present posi- 
the Philadelphia Life 22 years ago and | tion. 





| IN THE MISSISSIPPI VALLEY 














PLAN KANSAS INSURANCE DAY 


Many Prominent Men on Committee 
Which Will Have Charge of 
Meeting on May 1 


Plans for Kansas Insurance Day, 
scheduled for May 1 at Wichita, which 
is being sponsored by the Kansas As- 
sociation of Insurance Agents, are rap- 
idly gaining form. Another committee 
meeting is being held this week in 
Wichita at the call of Bert Mitchner, 
Hutchinson agent and chairman. Rep- 
resentatives on the general committee 
have been chosen from the many in- 
surance interests in the state and in- 
clude: Frank Jacobshagen, secretary 
of the Farmers & Bankers Life, Wichita; 
Roy Eblen, president of the 
States Fire, Wichita; W. C. Hodges, 
manager of the Kansas Inspection Bu- 
reau, Topeka; Fire Chief H. H. McCall, 


Central | 





Wichita; H. A. Braunagel, manager of | 


the southwestern department of the 
Millers Mutual, Wichita; Roy Preston 
with the Dulaney, Johnson, Yankee & 
Priest agency, Wichita; Clayton Mam- 
mel of the Farmers & Bankers Fire, 
Wichita; H. O. McIntosh, Kansas 
state agent for the Hanover Fire, To- 
peka; P. A. Ellis, of Ellis & Stamm 
agency, Pittsburg, and Bert E. Mitch- 
ner, manager of Wheeler, Kelly & 
Hagny office at Hutchinson. Speakers 
of national prominence are to be ob- 
tained for Kansas Insurance Day in or- 
der to attract a large attendance from 
over the entire state. The tentative 
date of May 1 as now set will probably 
be definitely adopted at the committee 
meeting this week. 





VIEW OF THE CHICAGO BANKS 


Vice-President Rockwell of Northern 
Trust Wants Insurance Representa- 
tion Removed from Banking 





Harold H. Rockwell, vice-president 
and secretary of the Northern Trust 
Company of Chicago, sent out a letter 
to the life underwriters of Chicago giv- 
ing the position of the bank as to the 
sale of life insurance by trust companies 
or banks. Mr. Rockwell is opposed to 
the banks getting into the insurance 
business as agents. He says: 
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“*How about the sale of life insurance | 


by trust companies and banks or their 
officers and employes?’ 
frequently asked of us during the prog- 
ress of the meetings for the discussion 
of the life insurance trust. 


Competition Not Function 


“Of course, we can speak with author- 
ity for the Northern Trust Company 
only, but we believe all the Chicago 
financial institutions with which we have 
been in touch—those who have been 
most interested in the development of 
the insurance trust—are unanimous in 
agreeing that it is not their function to 
compete in any way with the life under- 
writer. 

“As for our own company, it has been 
our consistent policy not to engage 
either directly or indirectly, in the sale 
of life insurance. It our invariable 
rule to refer all clients with whom we 
have occasion to discuss the insufficiency 
of their life insurance to their own life 
agent. No one in our company would 


is 


was a question | 


as a favor or for a share in a commis- 


sion. 
“We further believe it fundamental 
that to pass on to any of our friend 


among the insurance fraternity the name 
any insurance trust prospect which 
may have been brought to our attention 
by another insurance agent would be a 
gross breach of confidence. If our fu- 
ture relations with the life insurance 
fraternity are to be as cordial and as co- 
operative as we mean them to be, we 
under- 


ot 


feel it very essential that they 
stand our atutude on these matters of 
vital interest to every insurance under 


writer.” 


Thurman Agency Contest Near Close 


All the members of the agency staff 
in the E. B. Thurman general agency 
of the Missouri State Life in Chicago 
are near the clese of a one-month con- 
test for production. Production is de- 
termined on the point basis and is de- 
pendent on volume of premiums and 
number of applications. Three awards 
will be made to winners. One is a 
pitcher, one a centerpiece and one a 
compote, each of sterling silver. On the 


| evening of March 17 the members of 
the agency staff with their wives and 
families will attend an agency dinner 


dance at the Germania Club. The pres- 


| ent sales staff comprises 48 men. 





Held on Fraud Charge 

Charles B. Beth is under arrest at 
Kansas City, Kan., on the charge of 
obtaining money by false pretenses in 
the sale of life insurance. It is charged 
that Beth would obtain sample policies 
from different companies, erase the 
names written in by the companies to 
make the policies invalid and then write 
in the proper names and issue the poli- 
cies. John Hrwot complained that he 
paid $28.86 in cash to Beth and was 
handed a policy in the Manhattan Mu- 
tual Life of Manhattan, Kan. Anton 
Kovac asserted that he paid Beth $88.88 


be allowed to divert such business, either | and was handed a policy for $2,000 in 


the Springfield Life of Springfield, Mo. 
Hrwot wrote the company at Manhat- 
tan asking for the dates when his pre- 
miums were due and received a reply 
that the company had not issued a policy 
to him, never had received an applica- 
tion and knew nothing about it. The 
same reply was received from the 
Springfield. Inquiry at the Kansas in- 
surance department developed that Beth 
was a licensed agent for the Common- 
wealth Casualty of Philadelphia but was 
not licensed for either of the life com- 
panies f which he charged with 


lor is 


writing policies. 


Whatley Agency Conducts School 


A large group of brokers and prospec- 
tive insurance men are attending the six- 
week insurance school which opened the 
first of the month at the S. T. Whatley 
general agency of the Aetna Life at 
Chicago. Classes, which are conducted 
by Henry K. Schoch, assistant general 
agent and a graduate of the life insur- 
ance school at the University of Pitts- 
burgh, meet twice weekly, Tuesdays and 
Thursdays at 6:30 p. m. 


Stephen Ireland Chicago Visitor 


Stephen Ireland, superintendent of 
agencies of the State Mutual Life, was 
a visitor in the Chicago general agency 
of the company early this week. The 
agency is headed by Everts Wrenn, as- 
sisted Walter H. Boireau, agency 
manager. Mr. Boireau succeeded to 
the position formerly held by H. Drew 
Lapp, who has opened an independent 
life office in Chicago. 


by 


Randall Agency Setting Pace 


At the monthly agency meeting of 
the Franklin Life in Chicago of which 
C. E. Randall is manager, it was an- 
nounced that the Chicago agency stood 
second among all the agencies of the 
company, almost tying with the home 
office agency for January and February 
production, The increase made by the 
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in the State of Minnesota. 
agency, then here is your opportunity. 
and non-forfeitable renewals. 


ing is here to stay. 
Our $1.00 a Month Policy gets the business where others fail. 
short non-medical application, to children from six months to nearest age 9, and the adult form 


from nearest age 10 to nearest age 60. Why not investigate? Write direct to the Home Office. 


Our policies are fair and liberal, the net cost on a low, competitive basis. 
are written with or without Total and Permanent 


Premium 


Disability, 


Serve and Succeed With The 


SPRINGFIELD, ILLINOIS 


A. L. HEREFORD 


President 


C. HUBERT ANDERSON 


Superintendent of Agencies 


MINNESOTA 


E are now ready to offer to acceptable men Direct Home Office General Agency Contracts 
If you feel you are capable and qualified to develop a real 
Our contracts provide for liberal first year commissions 


All Standard Policies 
Waiver 


Thirty-two years of experience with Monthly Payment plans has taught us that installment buy- 
Every policy issued by this company may be sold on the monthly installment 
It is issued on a very 


Springfield Life Insurance Company 
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“Jenks, I’d call the Reliance Life a young Company.” 


“That's just why its record of $375,000,000 of life insurance in 
force after twenty-four years is so remarkable. No other life in- 
surance company has grown faster than the Reliance, you know.” 


“There must be a reason, Jenks.” 
“Ves—it’s simply the Perfect Protection Policy.” 
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Onto - Inpiana - Micuican - Kentucky - PENNsYLVANIA 
West Vircinia - Texas - Oxtanoma - Ca.Lirornia - ILuiNors - Iowa 


Tell it all in first letter 


THE OHIO STATE LIFE INSURANCE 
COMPANY—Columbus, Ohio 


































$7.25 Invested This Way 
Pays Big Profits 


It pays and pays BIG to know when 
policies expire—what kinds of insurance 


you owe it to your 
business to send in 










your client is holding—how much more coupon NOW. 
he needs—how much you have coming 
4 in renewals—what accounts are delin- 
a quent. For then you can go out after FRED P. McKENZIE 
_* the delinquents while there is still Executive Secretary 
ea, time. You can approach your LIFE UNDERWRITERS 
~® “9 clients with insurance pro- a 
a posals that fit the indi- 
“t %e Vee, vidual cases—you can ft 
™ * a = see him near his » Register 
‘ birthday — Surely, 
% _™ %, is) 


ACCURATE LOOSE LEAF Co. 


81 NASSAU STREET 
NEW YORK CITY, N. Y. 


Chicago agency in the first two months 
of this year over the first two months of 
last was almost 100 percent. Speakers 
at the luncheon meeting were Frank W. 
Engles, supervisor of agents for the 
company, and Clinton F. Criswell, man- 
aging director of the Chicago Associa- 
tion of Life Underwriters. Half of all 
the agents in Lllinois who were on the 
company’s honor roll for February are 
members of the Randall agency. 





Agents in Suit Contest 


KANSAS CITY, MO., March 15.— 
The Business Men’s Assurance is con- 
ducting the annual spring suit contest 
of the company. If the agents exceed 
their quotas for the year by a certain 
amount during March and April they re- 
ceive a new suit from the company. If 
they achieve this goal during March, 
they are given an opportunity to win 
a similar check for their wives during 
April. This unique contest always re- 
sults in a fine amount of business. 





Minneapolis Sales Institute 

The Minneapolis Association oi Life 
Underwriters has now completed plans 
for the two-day sales institute to be 
held at the Nicollet Hotel, Minneapolis, 
May 16-17. 

Among the speakers will be Darby 
A. Day of Chicago, general agent Union 
Central Life; Nathaniel Seefurth of the 
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National Service Publications, Chicago; 
Judge C. J. Orbison of Indianapolis; 
Frank M. See, St. Louis, general agent 
Union Central Life, and Mrs. Ward oj 
New York City. The other two speak- 


ers have not definitely been decided 
upon. 

The registration fee this year will 
be the same as_ previously —$5—and 


since the institute is to be held a 
the new Nicollet Hotel, Minneapolis, 
ample accommodations can be obtained 
by out of town visitors. Jack Savlan, 
312 Andrus building, Minneapolis, is 
chairman of the institute committee, and 
it is urged that those who contemplate 
attending make their reservation with 
Mr. Savlan immediately. 





President’s Month Drive Is On 


This vear the Mutual Trust Life has 
established a quota of $4,000,000 of new 
business for March, which is president's 
month. The drive for business is in 
honor of Edwin A. Olson, president oi 
the company. Last March, which also 
was president’s month, the field force 
of the company made the highest rec- 
ord it ever made in one month, writing 
$3,571,900 of new business. In the first 
five days of March this year the field 
force wrote $268,000 of business, which 
was more than half of the increase 
over March of last year that the com- 
pany intended to make. 








IN THE SOUTH AND SOUTHWEST 














PLAN ADVERTISING CAMPAIGN 





Texas Life Companies to Spend $35,000 
in Gaining Public Good 
Will 

DALLAS, TEX., March 15.—Texas 
life insurance companies are planning to 
carry the gospel of life insurance needs 
to the public generally, as well as to 
individuals their agents may solicit. 
They are subscribing a fund of $35,000 
to be spent during the year in creating 
a better feeling on the part of the public 
toward life insurance and life companies, 
particularly those of Texas. The plan 
is to use 28 daily newspapers in a cam- 
paign to educate the public to the need 
of life insurance and to the necessity of 
life companies in Texas. A _ former 
newspaper man will direct the publicity 
campaign. 

The Texas companies are of the opin- 
ion that an educational campaign prop- 
erly conducted, will do a great deal to- 
ward developing in the public a friendly 
feeling toward the life companies of the 
state, both as underwriting concerns and 
as institutions which have, ‘and are now 


doing beneficial work in the develop- , 


ment of cities and rural communities. 





Sea Trips for Agents Planned 


Agents of the Lamar Life of Jackson. ; 


Miss., who qualify for the company’s 
1928 convention will be given a trip to 
Cuba and Honduras. On Aug. 18 the 
delegates will leave Jackson. They 
will arrive at Havana, Cuba, Aug. 20. 
On Aug. 21 they will leave Havana for 
La Ceiba, Honduras, arriving Aug. 23. 
On the evening of Aug. 24 they will 
leave for New Orleans and will arrive 
back at Jackson, Aug. 27. An elaborate 
program of entertainment afloat and 
ashore has been arranged. 





Group Policy for Normal School 


Seventy members of the faculty and 
employes of the eastern Kentucky state 
normal school at Richmond, Ky., have 
been insured on the group plan by the 
Inter-Southern Life of Louisville. <A 
special group policy has been offered 
by the Inter-Southern for the benefit of 
the Kentucky schools. The policy con- 
tains a total disability clause. The in- 
surance was placed by D. J. Duncan, 


























district manager. 











PLAN COMPANY SANITARIUM 
National Aid of Oklahoma City to Es- 
tablish One in Arizona for Its 
Policyholders 





OKLAHOMA CITY, March 15.—A 
new departure, announced by H. B. 
Houghton, president of the National 
Aid Life of Oklahoma City, involves 
the establishment of a sanitarium for the 
cure of the companies policyholders who 





H. B. HOUGHTON 
President National Aid Life 


become afflicted with tuberculosis or a”! 
other disease that is likely to prove 1a‘ 
“It is cheaper to cure our members 
than to pay death claims,” is his conte? 
tion in adopting the new plan. 
The sanitarium is to be built ™ 
Tacma, Ariz., about 50 miles east e 
Yuma. The site was purchased last 
week by Mr. Houghton, who has beet 
in that part of the country for a wee 
or more. The building is to cost ® 
least $150,000 and is to be equippee 
with all modern devices that will make 
for the restoration of health for patients 
All expense of doctors and nurses is t0 
be borne by the company, and all service 
is to be absolutely free to the patients 
Only policyholders in the company W” 
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be admitted to the sanitarium, Mr. 
Houghton explained. Each patient is 
to have a private room with ample pro- 
yision of windows for fresh air. The 
surrounding grounds are to be land- 
scaped and beautified and surrounded 
with acres of grape vineyards. 

Work on the building is to begin 
within 60 days and rushed with the hope 
of completion in the fall. 

Mr. Houghton has gone to California 
on work connected with further expan- 
sion of the company. 


Given Wide Licensing Powers 


Under house bill No. 278, which 
passed the Virginia legislature last 
week, the state corporation commission, 
which hereafter will have complete con- 
trol over the licensing of agents, is 
given wider powers than those formerly 
vested in Commissioner Button in de- 
termining the qualification of applicants 
for a license. It is provided that “the 
commission may, by such independent 
investigation as it may deem proper or 
necessary, satisfy itself that an appli- 
cant for registration is trustworthy and 
has sufficient knowledge of the business 
of insurance to intelligently conduct the 
same.” 

Under the old law it was only nec- 
essary for the company to certify that 
it had duly investigated the character 
and record of the applicant and satis- 
fied itself that he was trustworthy to 
act as its agent and intended to act in 
good faith. This provision is retained 
in the new law. 


Goes Into New Business 


W. T. Ratliff, who is a member of 
the firm of P. C. Ratliff & Sons, gen- 
eral agents of the Penn Mutual Life at 
Birmingham, Ala., has decided to en- 
gage in another line of business. He will 
be general manager of the insurance 
thrift department of the Bankers Mort- 
gage Bond Company of Birmingham. 


Kansas City Life’s Dallas Meeting 


The annual conference of the Kansas 
City Life agents of Texas, Louisiana, 
Oklahoma and New Mexico will be held 
in Dallas April 9-10. The company has 
set $50,000 net business as the minimum 
for agents to be eligible to attend the 
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convention. The Orville Thorp agency 
js laying plans for entertainment of the 
delegations attending the conference. 
The Thorp agency is one of the biggest 
producers of the company and has been 
for years. 


Penn Mutual’s Richmond Meeting 


the Penn Mutual 


agency meeting 


Virginia agents of 
attending the annual 
held last week in the offices of General 
Agents Diggs & Cary at Richmond 
pledged themselves to produce at least 
$250,000 of business within the next 30 
days as a result of inspirational talks 
made at the meeting. Among those who 
spoke were T. Pryor Campbell, general 
agent for the National Life of Vermont, 
and Linwood Butterworth of Davis & 
Butterworth, general agents for the New 


England Mutual. Mr. Butterworth re- 
ceived his insurance training in the 
Diggs & Cary office before branching 


out into general agency work. Another 
speaker was W. B. Dougherty of Nor- 
folk, one of the Penn Mutual's big pro- 
ducers. He paid for more than $500,- 
000 last vear and is out to beat that 
record this year. More than 30 agents 
attended the rally. 


Companies Retire from Arkansas 


The American Old Line Life of 
Omaha, the Empire Mutual Life of Kan- 
sas City, the Great American Life of 
Hutchinson, Kan., and the Union Labor 
Life have retired from Arkansas. 


Hopkins on Southern Trip 


Manager of Agencies A. M. Hopkins 
of the Philadelphia Life is on an ex- 
tended agency trip in the Carolinas with 
Wm. M. Gordon, president of the Gor- 
don Insurance & Investment Company, 
state agents for North and South Caro- 
lina. 


Seaboard Life Appointments 


J. A. Jackson, for eight years district 
agent for the Capitol Life of Denver at 
Dallas, Tex., has been made manager of 
the Dallas district of the Seaboard Life 
of Houston. C. I. Bounds and H. D. 
Reed have formed an insurance agency 
at Wortham, Tex., and are district 
agents for the Seaboard. 











_ PACIFIC COAST AND MOUNTAIN FIELD | 








LINCOLN NATIONAL MEETING 


Vice-President Shepherd and Univer- 
sity Professor Among Speakers at 
Los Angeles Meeting 





Enthusiasm in presenting the insur- 
ance program and carrying through its 
service was recommended by Prof. F. 
P. Woellner, head of the department of 
Civic government of the University of 
Southern California, as one of the great- 
est assets of the life underwriters, in his 
address before Lincoln National Life 
agents in Los Angeles. Prof. Woellner 
stated that the spirited presentation of 
the agent’s plan and the recommenda- 
tion of his own company is much more 
effective than trying to tear down the 
policies of other life insurance men. 
. Knocking shows loss of power in sell- 

ng the same as it does in the automo- 
bile engine,” he said. 

Vice-President Walter T. Shepherd 
acted as toastmaster for the banquet, 
Which was broadcast from station 
KNRC of Los Angeles. 

7 anager of Agencies A. L. Dern, Dr. 

V. T. Thornton, medical director, Su- 
Perintendent of Agencies B. J. Harold 
and Assistant Superintendent of Agen- 
cies F. W. Gale also spoke. 





ans Spear, manager of the Chicago 
moved — the Union Mutual Life, has 
South . A-1840 Insurance Exchange 
for the Ir. Spear will make quite a bid 
, e business of brokers in the Insur- 
ance Exchange district. 





COLORADO LIFE IN OPERATION 


New Denver Company Featuring Spe- 
cial Founders Policy, Only Form 
Now Issued 


DENVER, March 15.—Organization 
of the new Colorado Life is completed, 
and the active solicitation of business 
has begun with the offering of a special 
founders policy, according to an an- 
nouncement by W. H. Watlington, vice- 
president and actuary. 

The company is capitalized for $100,- 
000, and will write both ordinary and 
industrial life, and accident and health. 
The industrial department will not be 
organized for several months yet. 

About 18 months ago, the company 
began its financing program, through the 
sale of “endowment bonds” which ma- 
ture in ten years. The subscriber for 
an endowment bond at the same time 
subscribes for $250 of stock, and the 
profits on the bond are guaranteed to 
be not less than the purchase price of 
the stock. It was originally planned to 
issue 2,000 of these bonds, but the issue 
has been increased to 5,000. 

The founders policy is the only one 
which the company is issuing at present, 
which is labeled, “Founders double par- 
ticipating 20-year-payment life policy.” 
Explaining the features of the policy, 
Mr. Watlington says: “Just as its name 
implies, it doubly participates: First, by 
returning to the policyholder all mor- 
tality savings and excess interest earn- 
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ings for the first 20 policy years; then a | the close of the conference, was the ex- 


second dividend is payable annually, | hibition of motion pictures taken at the 
based upon the volume of business the | annual convention in Yellowstone na- 
company has in force each year over | tional park last August. Charles R. 
the 20-year period.” Mason of Denver, general manager for 

Officers of the company are: J. M. | Colorado, presided, and addresses were 
Campbell, president; M. D. Vincent, for- made by Rollo H. Wells of Minneapolis, 


mer president of the Colorado Bar Asso- |S. C. Hinds of Casper, Wyo., James, 
ciation, vice-president; Dr. C. H. Willis, | Ball of Denver, N. E. Workman of 
surgeon for the Burlington railroad, | Sheridan, Wyo., Cyrus K. Drew of Den- 
vice-president and medical director; W. | ver, E. L. Parker of Chicago and sev- 


H. Watlington, vice-president and actu- | eral others. 


ary; S. Harrison White, former chief — , . 
justice of the Colorado Supreme Court, Managers to Advertise 
general counsel; A. C. Mitchell, secre- SEATTLE, March 15.—The general 


tary; FE. C. Brandenburg, recently | Agents & Managers Club has authorized 

agency supervisor for the Nz tional Life, 'the J. F. Held Advertising Agency to 
: : J. F d sing / } 

U. S. A., general sales manager; R. K. | colicit $1.50 per month from each agent 

Dunn, former special representative of | jn the life insurance business for the 


he N:; y ° 
the National Savings Life, agency secre purpose of putting on an educational ad- 


aT and. > to the sales org | vertising campaign here. Members of 
the Colorado Life is at present ad-| the club may contribute as much as they 
mitted only to Colorado, but expects to | wich 
apply for anon 9 - ss — west- C. J. Sauter, agency director Equit- 
crn mains Senos y Ndi 1€ _ omice able Life, at a recent meeting, empha- 
is in the Patterson building, Denver. sized system and a check on time in a 
= - paper he read entitled, “Helping Agents 
Northwestern National Denver Meeting | Syctematize Work for 1928.” He 


Modern methods in insurance and a| urged that agents set a mark for indi- 
survey of the insurance field in Colo- | vidual sales. 
rado and W yoming marked the meeting 


Holds Southern California Meeting 


W. A. Watts, president of the Mer- 
chants Life of Des Moines, and his wife 


of 40 agents of the Northwestern Na- 
tional Life held in Denver the past week. 
\ feature of the banquet, which marked | 
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WANTED 
STATE MANAGER 


for 
OKLAHOMA 


BIG PRODUCING TERRITORY 


We also have direct agencies with Home 

Office supervision and bank connections 

available in Kentucky, Missouri, Illinois 

and Ohio. Our Juvenile Policy is a sure 
winner. 


What you want is more money 
and what we want is more busi- 
ness. Let us show you the way. 





AMERICAN NATIONAL 

ASSURANCE COMPANY 

3719 Washington Boulevard, St. Louis, Mo. 
O. L. HOLLAND, Pres. 
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AGENCY 
MANAGER 
WANTED 


For 


Life Insurance Agency Management 


For a man of from thirty-five to forty-five 
years of age here is a real opportunity to be- 
come associated with a well established life 
insurance company of the Central West in 
charge of agencies. He must be an energetic, 
enthusiastic man of the right type with 
enough life insurance agency experience to 
be able to assume full charge and build up 
and develop the agency business of the com- 


pany. 


This company is more than twenty years old 
with capital and surplus of about $1,000,000. 
The company is looking for a high class 
agency manager. Write in confidence, giv- 
ing age, experience and reference. Address 
D-70, care The National Underwriter. 



























































SUMMARY OF 1927 


Ratio of New Business to Insurance in 


BE cbdchscdodbacdheiscseewessrerees 


EDWIN A. OLSON, President 

77 West Washington Street 
CHICAGO, ILLINOIS 

§ CAs Faithful as OLD FAITHFUL” 


FINANCIAL REPORT 


Insurance in Force......... Se ne $136,730,299.00 
Gain in Insurance in Force..........++++++: 11,375,494.00 
Blow Pale DOGG... cc cccccsccccccces .... 28,512,358.00 
Total Assets .....ccccccscceee piweaen ..++ 20,185,583.22 
Net Surplus and Contingent Reserves...... 947,832.15 
Total Payments Made to —— Since 

Bee Pcicccucisssce curers® eoeeee cccccccce 18,298,580.04 
Total Income for 10BT.....ccccccccsccccces 5,895,560.29 
Number of Policies in Force............--+- 76,000.00 
Ratio of Actual to Expected Mortality...... 43.9% 


22.6% 


Mutual Trust 


LIFE INSURANCE COMPANY 





Carl A. Peterson, Vice President 



































are spending the month of March in 
Southern California. Following their 
arrival in Los Angeles, accompanied by 
W. E. Bilheimer, vice-president and 
sales manager, an all day agency con- 
vention was held at the Clark Hotel on 
February 29 which was attended not 
only by the staff of the John C. Hayden 
local general agency, but also by repre- 
sentatives from the entire California 
field. Mr. Bilheimer conducted the 
meeting, which was devoted to a dis- 
cussion of sales methods for increasing 
the production of new business during 
the remainder of the year. 





Oregon Case Before High Court 


The question of the obligation of an 
applicant for life insurance to bring to 
the attention of the company any change 
in his health between the time of the 
making of the application for insurance 
and the issuance of the policy was 
argued in the United States Supreme 
Court last week. The case is Stipcich 
vs. Metropolitan Life. In the applica- 





tion the applicant stated he had been cage 
operated on for duodenal ulcer, but had has 
recovered. He was at that time consult- wor 
ing a physician for stomach trouble, has 
After the application was made he was Man 
advised of the necessity of an operation. in cl 
Soon after the delivery of the policy he been 
underwent the operation and it resulted Pitt: 
in his death. No notice was given to the Will 
company. The petitioner offered evi- N. | 
dence to show that the wife communi- W 
cated all these facts to the agent. This Balt 
evidence was excluded by the trial court. Jers 
The plaintiff contended that under the 
Oregon laws, where the transaction oc- 
curred, and the terms of the contract Tt 
itself, the insured was not obligated to wont 
give notice to the company of any nisin 
change in his health condition occurring week 
after the delivery of his application, since Hog: 
the company reserved to itself the right mark 
to make full investigation prior to the start 
delivery of the policy. The company, fe 
however, contended that any change in of $3 
the physical condition of the applicant of $1 
pending the consideration of his appli- Th 
cation must be brought to its attention. hono 
trict, 
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NO HEALTH RATE INCREASE 





Bureau of Personal Accident & Health 
Underwriters Puts Matter Up to Com- 
panies—Individual Action Unlikely 





Contrary to general expectations, there 
will be no increase in health insurance 
rates—at least on the part of the Bureau 
of Personal Accident & Health Under- 
writers. 

The bureau has been codifying health 
experience for several years and has pub- 
lished the results in booklet form, to- 
gether with recommendations as to rates 
and waiting periods. With this tabulated 
experience before them, it is now up to 
the companies to take such underwriting 
action as they individually see fit. 

However, the general opinion among 
underwriters seems to be that no further 
increases in health premiums are con- 
templated. Rather, the trend will be to- 
ward more limited policy coverages, such 
as the elimination of indemnity for par- 
tial disability, the application of waiting 
periods, elimination of life indemnity 
(most of the companies have already 
done this), and the requirement of house 
confinement as a condition precedent to 
payment of weekly indemnity for total 
disability. 

Statistics compiled by the bureau show 
that numerically 50 percent of all health 
claims are for periods of two weeks or 
less, and, as one underwriter declared, 
“of course it costs as much to handle 
and adjust the average claim for one 
week or two weeks as it does the aver- 
age claim for a month or three months.” 


Higher Indemnity, Higher Loss Ratio 


Another thing that the bureau's statis- 
tics reveal is that in grading the risks 
according to the amount of weekly sick- 
ness,indemnity carried, the class carry- 
ing oVer $50 a week shows a loss ratio 
of 50 percent, or more, higher than those 
carrying less than $50. One explanation 
offered for this is that the policyholder 
who can afford to pay for large indemnity 
can also afford to “take precious good 
care of himself and spend many weeks 
recuperating in Florida from some more 
or less trivial ailment.” 

As the standard manual committee of 
the bureau has not quite completed its 
work, it was thought advisable to defer 
any other changes in underwriting until 
the revision of the manual becomes effec- 
tive. 

Many of the companies, it is said, do 
not believe that the $2 in the premium 
for the principle sum fully covers the 
companies with the ever-growing auto- 
mobile hazard. It is highly probable 
that, some time between now and the 
middle of June, an announcement of an 
increase in this rate will be made by the 
bureau. 
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DISABILITY CLAIM 





Insurance Hoax Almost without Par- Cc 
allel Uncovered in Denver After The 
Continental Casualty Pays $2,000 dent | 





DENVER, March 15.—A_ disability 
insurance hoax almost without parallel 
was uncovered in Denver by private de- 
tectives working for the Colorado Lot 
agency of the Continental Casualty, ae 


when it was discovered that the strange a 
skin disease of Melvin Smith, 21, which oa 
has puzzled specialists for three years, by th 
was the result of regularly self-inflicted patio 
burns with sulphuric acid. Although ary t 
Smith is apparently normal, agency of- a we 
ficers and police are unable to under- ploye 
stand why he would undergo the in- sickn 
tense pain of the burns for the meager each 
$7.50 weekly disability benefits which — 
he received. aie 
Smith suffered a slight burn from acid ‘ 
on his hand in November, 1925, while PI 
working in a chemical supply house. 
After the usual treatment, the burn Pre 
spread mysteriously up the entire BO" 
length of the arm, skipping only a tattoo ye 
mark, and several Denver physicians comme 
were unable to stop the spread of the Healt 
burns. He has been in the hospital I ence. 
most of the time since, and all efforts the a 
of physicians to cure the strange “mal- J ¢onfe: 
ady” through skin grafting and other J *@d b 
methods failed. ’ — 
It was finally decided necessary to peg 
amputate the entire arm, and this de 7 Thi: 
cision met with no opposition from at the 
Smith. It was while the operating JB sessio 
physician was inspecting the burns pre- JB of the 
paratory to making the amputation that Jy ™er o 
the suspicion first arose that the burns By Sates 
were self-inflicted. The surgeon not > ye 
fied the local agency of the company, the 
which “planted” a private detective " BP meeti, 


Smith’s room. The detective discovere! BP can p, 





the hidden bottle of acid which Smith BR in un 
used. m= COMpa 
The Continental Casualty has paid and pn 
over $2,000 to Smith for weekly benefits Ry “**ne' 
and for hospital and medical care sinct Be 
he was first “disabled.” H ! 
mm @6© Pres 
National Travelers’ Surplus me Bank 
The National Travelers’ Casualty A* 3 — 
sociation has changed its name to the Bi} ,.. 
National Travelers’ Casualty Company, into ¢ 
going on an old line basis. : Its surp! the fo 
is now over $200,000, it having Deed Cly¢ 
$74,061 in 1924. This enables the Com trial 
pany to issue a policy on_ the strict!) — 
stipulated premium basis. The Nation® a) f 
Travelers Casualty now has a distri: 
policy for women placing accident cov supery 
erage for them on the same basis 4 Johr 
men. Ohio, 
—_——- Chargy 
Leonard in General Work Kentu 
T. W. Leonard, vice-president 0° the me ¥ 


Washington-Fidelity National 0! 
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cago in charge of the Pittsburgh district, 
has been assigned to agency supervisory 
work at large. The Pittsburgh district 
has been divided into two districts. 
Manager C. G. Schillerstrom, formerly 
in charge of the Jersey City district, has 
been transferred to Pittsburgh No. 1. 
Pittsburgh No. 2 is in charge of C. S. 
Wilkinson, formerly manager at Raleigh, 
N. C., and later special representative. 

W. O. Barnes, field superintendent of 
Baltimore, has been made manager of 
Jersey City. 


Celebrate Hogan’s Anniversary 


The United States Mutual and the Mid- 
Western Life, Chicago. have been recog- 


nizing for several years past the third 
week in February as President O. T. 
Hogan’s anniversary week. This year 


marked the 25th anniversary of his 
starting in the insurance business, and 
the industrial agency force again broke 
all previous records with a total writing 
of $2,045.10 and a total weekly increase 
of $1,015.85. 


The Detroit district carried off first 
honors. There are 29 debits in the dis- 
trict, and they had a total of $619.45, 


an average of $21.36 per man. and a 
total increase of $412.60, an average of 
$14.22 per man. 

The Friday Night Club of the com- 
panies presented Mr. Hogan with a beau- 
tiful watch and an engrossed remem- 
brance card to commemorate the oc- 
casion, 


Companies Retire from Arkansas 


The Interstate Business Men's Acci- 
dent of Des Moines, the Eastern Casualty 
of Boston and the Loyal Protective of 
Boston have retired from Arkansas. 


Adds Two Group Lines 


LOUISVILLE, KY., March 15. 
announced here today that a 
surance program covering employes of 
the Southern Veneer Manufacturing 
Company, Louisville, had been increased 
by the addition of health and non-occu- 
pational accident benefits. Based on sal- 
ary the benefits run from $7.50 to $15 
a week, and are payable when an em- 
ploye is kept away from work due to 
sickness or is injured off the job. In 
each case of disability payments are to 
continue for a period of thirteen con- 
secutive weeks. The Metropolitan Life 
carries the coverage. 





It was 
group in- 


Plan Chicago Underwriters Club 


Preliminary steps toward the forma- 
Non of an accident and health under- 
writers club in Chicago were taken at 
an informal meeting held this week in 
connection with the meeting of the 
Health & Accident Underwriters Confer- 
ence. Because of the emphasis laid on 
the accident and health agent in the 
program, member companies 


» had been invited to have their agents in 


attendance, and a large number of the 
Chicago managers of the companies were 


» on hand. 


= S€Ssion, 


= mer of 


wee 








ve 
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This group was called into conference 
at the close of the Tuesday afternoon 
P together with officials of some 
of the Chicago companies. Armand Som- 
the Standard Accident acted as 
chairman and it was agreed that he and 
Harold R Gordon, executive secretary 
of the conference, should arrange for 
the holding of a dinner or luncheon 
meeting at which a formal organization 
can be effected. It is planned to take 
in underw riting and agency officials of 
companies with home offices in Chicago 
and managers of accident and health 
“sencies or departments in that city. 


American Bankers’ Changes 


—s 
— nt F. H. Rowe of the American 
has annc ne ; hicago and Jacksonville 
comp: unced the reorganization of the 

pany’s territory in Indiana and Ohio. 


cere have been several changes, going 

the ect immediately. They include 

‘he following: 

A peas ~l Moon, who has been indus- 

made — on for Indiana, has been 
state manager of the same terri- 


tory - ordi . 
¥ for ordinary life and casualty. John 


2 > 
tg . ae of the Indianapolis 
Supervisor. t een made state industrial 
John F’ p, succeed Mr. Moon. 
Ohio, PP nn, State supervisor for 
charge of on has been given 
Kentucky t 1e company’s business in 
at ja, will have headquarters 
2 BD een. 
* *€eins, manager at Columbus, 
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Ohio, has been made a sectional mana- 
ger and will have under his jurisdiction 
such cities as Columbus, Dayton and 
Springfield. He will be assisted by Su- 
perintendent E. T. Lawwill. 

H. E. Runyan, manager of the Cleve- 
land district, has been made manager of 
the eastern section of Ohio, and will 
have under his jurisdiction additional 
territory in Youngstown, Akron, Mans- 
field and Canton. He will have as super- 
intendents F. G. Malo and Victor D. 
Hardy. 

J. L. Cahill has been appointed mana- 
ger of the Cincinnati district which in- 
cludes Middletown and other points, and 


will be assisted by Superintendent C. 
McCarty. 

The position of Mr. Boyet as super- 
visor of Ohio has not been filled as yet, 
and for the present the business will be 
handled from the American Bankers 
home office. 


Hard to Improve Risk Selection 


BALTIMORE, March 
health insurance business be 
by a better selection of risks? 

W. B. Hill, superintendent of 
cident and health department of the 
United States Fidelity & Guaranty, be- 
lieves it can but doubts that the theory 
can be put into practice. 

“For,” he said, “this is easier 
gest than to accomplish. You have two 
primary hazards, the physical and the 
moral. The physical can be _ deter- 
mined to some extent by careful medi- 
cal examination, This, however, the 
companies as a whole are unwilling to 
apply. 

“The moral hazard will always exist 
and certain people possessing disturbing 
appendices or swollen tonsils will con- 
tinue to purchase health insurance prior 
to surgical operations for the relief of 
these troubles and the companies will 
continue to pay such claims.” 

The United States Fidelity & Guaranty 
is said to be one of the two large com- 
panies still writing health insurance 
minus waiting periods, However, its ex- 
perience, on policies carrying over $50 


15.—Can_ the 
improved 


the ac- 


to sug- 


a week shows a bad loss ratio and in 
this class it is now requiring a waiting 
period. 





| NEWS OF LIFE POLICIES 
| New Policies, Poanien Rates, | ividends. Surrender |! 
Values and all Changes in Policy [| iterature, Rate | 
Books, etc. Supplementing t ¢ “Unique ? am! 


| Dizest.” published annually in Mav at %4.00 and tle 
| “Little Gem” published annva'ly in Apri’ at $2.00. | 











SUN LIFE ISSUES SCHEDULE 


Canadian Company Announces Divi- 
dends for 20-Pay Life Plans 
at Four Ages 


The Sun 
schedule, effective 
payment life plan 
55 follows: 


Life of Canada’s dividend 
April 1, for the 20- 
at ages 25, 35, 45 and 





Year 45 55 
Prem. $47.20 $63.40 
rarer $ 9.80 $ 11.56 
= awesesen 10.32 12.19 
D «neeeaes 12.84 
© c¢ese0es . 13.50 
i a a ite 2 14.16 
” Gdecinee . 15.25 
eer 9.28 , 16.00 
7 esconens 9.70 11.96 16.77 
OP <p ics eatare 10.16 12.54 17.55 
OP saneceas 10.65 13.13 18.34 
on. apheneaa 11.36 14.02 19.54 
ae aeeonnen 11.90 14.68 20.41 
--Goewdass 12.47 15.37 21.30 
BG cevenses 13.05 16.08 22.22 
BD seaneess 13.65 16.81 23.18 
Oe “eeseeues 14.62 17.99 24.77 
rere 15.30 18.81 25.87 
BB sccessee 16.00 19.66 27.04 
reer. 16.73 20.55 28.30 
BO wccccece 17.48 21.47 29.67 
Total 

20 yrs.$228.64 $281.42 $334.09 $390.46 


Western States Life 


The Western States Life has issued a 
new continuable joint 20-year endow- 
ment policy. The policy provides that 
upon the death of either insured the 
policy matures but the survivor may 
continue his or her insurance upon medi- 
cal re-examination for an equal or less 
amount upon any form of policy written 
by the company at the rate of the then 
attained age provided application be 
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DAY-O-GRAM 
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GET ON THE 


Union Central Band Wagon 
WITH 


The DARBY A. DAY 
Agency Corporation 


If you have never experienced the inspiration and the drive 
which an organization such as ours gives you, “hop aboard” 
and get that full measure of success to which you are 


- -WE HAVE 


(The largest and most completely equipped Agency 
Plant in the world. 


The first and only Co-operative Agency in the Life In- 
surance business, where every agent has the oppor- 
tunity to share in the profits of the Agency. 


An organization second to none, fully equipped to 
render you all the assistance you may need: Inspira- 
tion, Sales Suggestions, Ammunition, Illustrations— 
or what have you? We have “IT!” 


A. 


A large corps of high-grade, successful salesmen who 
are spreading the gospel of Life Insurance and the 
protecting arms of the UNION CENTRAL throughout 
this great City of Chicago. 


WE WANT 
“MEN. 


MORE MEN. 
SALESMEN. 


MEN who have made a success but want 
success. 


W MEN who have sold Life Insurance but who want to 
4sell BIGGER and BETTER Life Insurance. 


MEN who have never sold Life Insurance, but who 
know they can. 


MEN who are capable of earning from $6,000 to $50,000 
a year. 


TWO-FISTED MEN who would like to be with a 
_TWO-FISTED ORGANIZATION. 


AND 


BROKERS and LIFE AGENTS—we want your sur- 
plus lines or any business you can properly give us. 





as mpm m= 


greater 





Come in and see us in our new home 
or 
Communicate with 


Darby A. Day 


Manager 
23rd Floor Bankers Building 
Telephone STAte 5203 CHICAGO 


The Union Central Life Insurance Co. 
Cincinnati, Ohio 
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made for same within 30 days after pay- 
ment of the claim. The policy is copy- 
righted by C. W. Dorsey, general man- 
ager of agencies of the company. 


New York Life to Alter Scale 


As Superintendent Beha of New York 
has suspended his ruling regarding extra 
dividends in the case of the New York 
Life, the company has decided to give 
actual histories and also dividends for 
each policy year under the 1928 dividend 
scale. The dividend schedule reverts to 
the 1926 basis, that is, extra dividends 
become available at the end of 5-year 
periods. The company’s new schedule 
will be ready for publication at an early 
date. 


Pacific Mutual to Increase Dividends 


On July 1 the Pacific Mutual Life will 
put into effect an increased dividend 
scale. At present the actuarial depart- 
ment is working out the details of the 
ase. The greatest increases will be 
made on new issues and younger ages. 
The schedule will be ready for publica- 
tion soon, . 





New England Mutual 


Increases in the limits of insurance 
for standard risks have been announced 
by the New England Mutual Life, effec- 
tive as of Feb. 15. The new policy 
limits are in some cases nearly double 
those in force heretofore. The top 
range, for ages 25 to 50, is $350,000 and 
the company will consider $100,000 addi- 
tional on preferred male lives upon 
which reinsurance can be secured, mak- 
ing a total line of $450,000. It is pro- 
vided that disability income and double 
indemnity will not be issued for more 
than $25,000 on any one life, and waiver 
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of premium will not be granted for more 
than $100,000. Term insurance is not so 
freely issued, not more than $50,000 to 
be issued on the convertible and renew- 
able form, any additional amount to be 
on the convertible form only. The new 


schedule of limits is as follows. 
Life and 5 and 10 
Endowment Yr. Term 
Ages Male Female a of — 
3 
10 to 14.. 20,000 20,000 ...... «wsuaee 
15 to 20.. 125,006 75,000 30,000 30,000 
21 to 24.. 300,000 150,000 150,000 75,000 
25 to 50. 350,000 225,000 200,000 150,000 
51 to 55.. 300,000 150,000 150,000 150,000 
56 to 60.. 225,000 150,000 150,000 75,000 
61 to 65 75,000 75,008 ..ccce cecece 
United Fidelity Life 


The United Fidelity Life of Dallas is 
planning to put out a policy, the pre- 
mium on which will be $5 per month or 
multiples thereof. The company has 
done some figuring on this proposition 
and finds that at 15 years of age $5 per 
month would pay for $4,166, while at 60 
years it would pay for $863. The policy 
would be standard in all respects except 
that the principal instead of the pre- 
mium would be in odd amounts. It is 
believed such policy would be a good 
seller, since the premium would be paid 
monthly. The company is asking its 
agents what they think of the plan and 


it is probable that the policy will be 
on the market in a short time. 

Extends Age Limit 

The Equitable Life of Iowa has re- 

duced its lower age limit to age 10 on 

male and female risks. The applicant | 


must have reached his or her tenth birth- 
day previously to application. Rules 
have been sent to all agents together 
with rates on the ordinary life, 30-pay- 
ment life, 20-payment life, endowment at 
65, endowment at 60 and 20-year endow- 
ment. 








WITH INDUSTRIAL MEN 














NEWS OF THE PRUDENTIAL 


Numbers of Men in the Ranks Have 
Received Promotion at Hands 
of Company 


Superintendent D. A. Christopher of 
the Logansport, Ind., district of the Pru- 
dential, is showing the way in propor- 
tionate ordinary net increase in Divi- 
sion R. 

Thomas MeCracken ts promoted from 
an agency to the position of assistant 
superintendent in the Williamsport, Pa., 
district. 

Herman Deuchler, agent in the Joliet, 
Ill., district, has completed 25 years of 
continuous service with the company. 

Division “A” promoted five agents to 
become assistant superintendents. They 
are: Abraham Lieberman, New York No. 
9 district; Abraham Leibowitz, New York 
No. 1; Charles Solicito and Edwin D. 
George, New York No. 15, and Harold J. 
Frampton, New Rochelle, N. Y. 

William P. Gilliam, assistant superin- 
tendent at Zanesville, O. has been 
appointed superintendent of the same dis- 





trict and Superintendent Joseph T. Kim- 
berly, who was in charge of this terri- 
tory, has been transferred to the Akron 
No, 1 district, William W. Peters, super- 
intendent at Akron No. 1, who is return- 
ing from disability, was transferred in 
the same capacity to Lorain, O. 

J. P. Kenney, who entered the service 
of the company at Olean, N. Y., on March 
1, 1926, has been promoted to be assist- 
ant superintendent in the Port Allegany 
office, detached from Olean. 

P. D. Klinger, who entered the service 
of the company at Troy, Pa., operated 
from the Elmira district, Jan. 19, 1925, 
has been promoted to be an assistant 
superintendent in the Elmira district 
office. 

Agent Ralph J. Wilson of the Water- 
loo, Ia., district has been promoted to 
assistant superintendent of the same 
district. 

Agents Arthur W. Stark and William 
E. N. Pickett of the Des Moines district, 
have been promoted to be assistant 
superintendents of the same district. 

Division Manager William A. Mason of 
Division “D,” recently celebrated the 
19th anniversary of his service with the 
company. The staff of Division D made 
the occasion a memorable one by writing 
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a large number of new business appli- 
cations, 

John A .Scott, formerly assistant su- 
perintendent of the Prudential at Bloom- 
ington, Ill, has been advanced to super- 
intendent at Gary, Ind., to fill the 
vacancy caused by the resignation of 
Andrew L. Swendsen. 

Superintendent Scott started his Pru- 
dential career as an agent at Peoria, IIL, 
Sept. 16, 1913. One year later he was 
promoted to assistant superintendent in 
the same district and on Oct. 4, 1920, he 
was transferred to Bloomington, II1., 
where he served in that capacity until 
his promotion to superintendent. 

Agents A. W. Hecker of Flint, Mich.; 
P. F. Hall of Detroit 1, B. C. Aughin- 
baugh of Logansport, and W. C. Irving 
of Detroit 2 have been promoted to be- 
come assistant superintendents. 

Division B announces the promotion of 
Agent Heinz B. Koenig to assistant su- 
perintendent at Far Rockaway, which 
is operated from the Hempstead, L. L, 
district. 

Agents J. P. Kenney of Olean, S. B. 
Dority of Utica No. 1, and P. D. Klinger 
of Elmira have been promoted to assist- 
ant superintendents in their respective 
districts. 

J. J. Regan, assistant superintendent 
of Rochester No. 4 district, has been 
transferred to Rochester No. 2, and As- 
sistant Superintendent H. Roy Roberts 
of Elmira has been transferred to 
Rochester No. 4, succeeding Assistant 
Superintendent Regan. 


OF JOHN HANCOCK 





CHANGES 


Recent Promotions and Transfers Have 
Been Announced for the Weekly 
Premium Division 


named have been pro- 
rank of agents of the 
John Hancock to assistant superintend- 
ents in the districts of their service: 
Alexander H. McLellan, Boston; James 
F. Arena, Boston; James J. Hurley, Chi- 
cago II; Thomas M. Olson, Providence; 
Harry L. Filburn, St. Paul; Thomas Yar- 
chin, Waltham; George V. Marion, Pali- 
sades, N. J.; Francis H. Julian, Whitins- 
ville, Paul L. Goeppner, Pittsburgh IT; 
Wolf Sawyer, St. Louis III. 

Other changes: Andrew J. Flanagan, 
from assistant cashier to claim adjuster 
at Long Island City; Joseph F. McLaugh- 
lin, from claim adjuster at Long Island 
City to home office inspector (Investi- 
gation Bureau); Andrew Dixon, from an 
assistancy to agency inspector at Bos- 
ton; Clarence Falconer, from assistant 
superintendent at Pittsburgh II to a 
home office inspector (Investigation Bu- 
reau); Olen E. Anderson, from assistant 
superintendent at Philadelphia No. 1 to 
home. office inspector (Organization 
Branch); Laughlin J. MacDonald, from 
agent to agency supervisor at Brighton; 
Michael F. McLaughlin, from agent at 
Long Island City to agency supervisor 
at New York IV agency; Eugene F. 
Raith, from cashier at Cleveland II to 
eashier at Chicago III; Arthur W. 
Precker, from assistant cashier to 
eashier at Cleveland II; John F. Hogan, 
from assistant cashier at Philadelphia 
III to cashier at Allentown, Pa.; Clar- 
ence C. DenHerder, from (training cash- 
ier) to cashier at Grand Rapids, Mich.; 
Walter Dobbing, from clerk at Paw- 
tucket, R. I., to cashier at New Bedford, 


The following 
moted from the 
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Anthony J. Klug, from cashier 
weekly premium to cashier 
at Peoria ordinary agency; John W. 
Stonely, from cashier at New Bedford, 
Mass., to cashier at Rochester weekly 
premium agency. 


Mass.; 
at Rochester 


News of Western & Southern 


Milo B. Alexander has been promoted 
from assistant for the Western & South. 
ern Life at Muskegon, Mich., to superin- 
tendent at Grand Rapids, succeeding 


Superintendent Choate, who is now in 
charge at Dayton. 

Superintendent F. G. Ledder of the 
Newport district has been presented 


30-year diamond legion button 
Whitney, superintendent of 


with his 
Ww. Cc. 


agencies, made the presentation at the 
meeting of the entire Newport staff. 
G. H. Hampton, supervisor, was also 


present. 

Athens representatives of the Western 
& Southern celebrated the opening of a 
new office last week by the mayor of 
the city. 

The Cincinnati, Hamilton and Middlee 
town staffs held a sales congress in Cin- 


nati. The instructor was Dr. D. A. Wil- 
liams, widely known insurance author 
ity, whose subject was “Scientific Sales- 


manship.” 


It is the life insurance agent's busi- 
ness to plant in the minds of all people 
a thorough understanding of the fact 
that there is absolutely nothing equal 
to life insurance for family safety and 
family savings. 
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STATE ASSOCIATION FORMED 


Californians Organize Locals _ Into 
Larger Body—N. J. Goldsmith Is 
Elected President 


SACRAMENTO, CAL., Mar. 
Robert L. Stephenson, manager at San 
Francisco for the Unioa Central Life, 
was elected president of the California 
State Association of Life Underwriters 
here Monday, when representatives of 
seven local associations of the state met 
and formally launched this new body. 
The achievement was enthusiastically 
welcomed. 

The informal Sunday night meeting 
was presided over by Roger B. Hull, na 
tional association managing director. 
John N. Russell, Jr., of Los Angeles 
acted as chairman of the constitution and 
by-laws committee, which was appointed 
Monday morning. 

N. J. Goldsmith, 


15.— 


president of the Sac- 
ramento Life Underwriters Association 
and organizer of the state body idea 
acted as the chairman of the general 
meetings. The work of having the cor- 
stitution and by-laws considered by a 
delegates was expedited by vermntiog 
them to sit with the committee. __ 

The state association will have regiona 
vice-presidents in addition to the regulat 
officers. These regional officials W! 


—— 














UP TO DATE 1928 OPPORTUNITIES 
FOR THE RIGHT MAN 


1. Ordinary Life 5000 S Contract. 

2. Personal Life Mon’ Income for rejected risks. 

3. The best and most sub- facili 

4. 's ine ter Eeeeeiions, peapesse Gem Age t Cay to % yuan 
' Ce ee sacking deli tho taco of pellay tm ence of accidental 
! death. 
\} These and many other new and unique features make 

“The Columbia’ attractive to men. 2 
Address: S. M. CROSS, President 

| INSURANCE COMPANY 


_Cincinnati, Ohio 
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GREAT REPUBLIC LIFE 
INSURANCE COMPANY 


of LOS ANGELES, CAL. 
HAS ATTRACTIVE AGENCY OPENINGS IN TEXAS 


Now available for consideration by capable men of high char- 
acter and satisfactory records of successful experience. 
liberal contracts and unusually attractive forms of policies. 
Houston and Amarillo territories open for General Agencies. 
Also a number of district agencies. 


W. H. SAVAGE, Vice-President 


Great Republic Life Building, 756 So. Spring Street 
Los Angeles, California 


Very 


If interested, communi- 
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serve as executives for their districts. 
Kellogg Van Winkle, president of the 
Los Angeles association, was elected 
executive Vice-president, Ottocar H. 
Martinsen, Aetna Life, treasurer, and 
Clifford Brooks, Oakland, secretary. 
Permanent headquarters will be estab- 
lished in San Francisco. Annual meet- 
ings will be alternate between northern 
and southern California. 

Directors elected are Kellogg Van 
Winkle, Los Angeles, Equitable of New 
York; A. S. Holman, San Francisco, the 
Travelers; O. W. Filetter, Oakland, 
Aetna Life; E. M. Sweet, Jr., Stockton; 
N. J. Goldsmith, Sacramento, Equitable 
of New York: Hugo Sigmund and S. J. 
Lazarus, Fresno; R. B. Randolph, San 
Diego; J. N. Russell, Jr., Los Angeles, 
Pacific Mutual; Clifford Brooks, Oak- 
land: G. C. Scotland. Sacramento; P. M. 
Jost, Sun Life, San Francisco. 

KK a 

Philadelphia—The Philadelphia asso- 
elation has closed its profitable season 
of once-a-week meetings, with Thomas 
M. Seott, star agent of the home office 
agency of the Penn Mutual, as the last 
speaker. His topic was “Practical Sales 
Helps” and was made up of running 
comment from the experience of a top- 
notch underwriter. The attendance was 
wrgee. 

k * * 

Texas—The Texas association, of which 
Homer G. Hewitt of Houston presi- 
dent, is going to take the organization 
to the members as well as bring mem- 
bers to the organization. 

In announcing the plans for the pres- 
ent year President Hewitt said two gen- 


is 


eral conventions and sales congresses 
will be staged by the association this 
year, has asked the local association to 


join in the big events. 
The first regular convention and sales 
congress of the state association will be 


held at San Antonio in April. Another 
will be staged later in the year, prob- 
ably in October. The committee in 


charge of the arrangements for the first 


convention and sales congress is com- 
posed of Harry St. John, O. D. Douglas, 
Elmer Abbey, Hubert Weise, John R. 
Mitchell and Parks Houston. 

The state association is urging the 
locals over the state to put on one- 
month membership drives and double 
their memberships. It announces its in- 
tention to establish at least five new 


local associations in Texas this year. 

Deeatur, 11.—Russell S. King, super- 
intendent of agencies for the Manhat- 
tan Life, will be the speaker at the 
monthly meeting of the Decatur associa- 
tion this noon (Friday). 

xk *k * 

St. Paul—F. H. Davis, first vice-presi- 
dent of the Equitable Life of New York, 
was the principal speaker at the March 
13 meeting of the St. Paul association. 
His topic was “Ambassadorship of Good 
Will”) Mr. Davis renewed many old 
quaintances in St. Paul, where for years 
he was supervisor for the Equitable. 

y * * 

Charlotteville, Va.—C. E. Lindsay, dis- 
trict manager for the Mutual Life of 


ac- 





New York, has been elected president of ; 
the Charlottesville association. 
xk * * 

Peoria, 1l.—Russell S. 
tendent of agencies of the Manhattan 
Life, will be the guest and speaker at 
the monthly meeting of the Peoria asso- 
ciation this evening (Friday). 

* *x * 

Abilene, Tex.—The Abilene association 
held its regular meeting a few days ago 
with H. L. Skinner presiding. Speakers 
for the were A. Johns, E. B. 
Surface and R. M. Adams. The neces- 
Sity for having trained men to solicit 
and write life insurance applications 
Was the subject stressed at the meeting. 
It Was pointed out that a trained under- 
Writing salesman does not go at his busi- 
hess in a haphazard way but rather 
the policy the prospect needs most re- 
fardiess of the premium involved. By | 


King, superin- 


occasion 


sells | 





| 
doing this it was said the life insurance 


man serves his community and humanity 
generally. 
x * * 
North Dakota—Paul Berg of the Mu- 
tual Benefit Life, and A, W. Crary of the 


Northwestern National Life, were the 
main speakers at the monthly meeting 
of the North Dakota association held 
March 11 in Fargo. Mr. Berg talked on 
optional settlements and Mr. Crary’s 
topic was cooperation between life in- 
surance men. 
* * 

Oklahoma—Life insurance is the 
soundest business in the world—the 
hardest headed banker can bite into its 


administration and find it sound, and the 


most cultured, refined, sensitive women 
can bite into it and find it sweet, said 
Charles T. Evans, vice-president of the 
Home Life of Little Rock, Ark., in ad- 
dressing the Oklahoma association at 
the March meeting in Oklahoma City. 
Mr. Evans emphasized the sentiment in- 
volved in life insurance, Sasing the 
truest sentiment upon association of 
acquaintances, friends, and most of all 
upon the family and home. 

Sam Cummings of the home office of 


the Kansas City Life was a special guest 
at the meeting, and will be a speaker at 
the April meeting. 

*x* * 


Baltimore.—Gerald (Jerry) A. Eubank, 
manager of the life department for 
Johnson & Higgins, New York, was the 
principal speaker at the March meeting 
and dinner of the Baltimore Life Under- 
writers Association last week. His sub- 


“Looking Forward.” 
* * * 
Saginaw, Mich,—Promotion of the sav- 


ject was 


ings club plan of insurance premium 
payment was decided upon by the Sagi- 
naw Association of Life Underwriters at 
a meeting during the past week. The 
local banks have promised cooperation, 
it was reported, and policyholders will 
be encouraged to meet their premiums 
through regular weekly, bi-weekly, or 


monthly payments at their own banking 
institutions. The agents are enthusias- 
tic over the plan which is to be admin- 
istered on practically the same basis as 
the popular Christmas savings and Thrift 


Club accounts. The meeting was in 

charge of Herbert R. Schnettler, first 

vice-president, due to the absence from 

the city of President Fred W. Bullock. 
ee @ 

Pontiac, Mich.—Pontiac Life Under- 
writers Association members were told 
last week of the profitable cooperation 
possible in the relationship of life in- 
surance men and trust companies by K. 
F. Fitts of the Fidelity Trust Company, 
Detroit. The meeting was the regular 
March session of the association. 

x * * 

Sioux City, Ia.—W. 3 Kortright, 
Omaha, special representative of the 
Mutual Life Insurance Company of New 
York and past president of the Omaha 
Association of Life Underwriters, was 


speaker at the Saturday luncheon of the 


Sioux City Life Underwriters Associa- 
tion in the West hotel. Estate taxes 
were discussed. 

xk * * 

Rockford, lil.—Dr. 8S. S. Huebner of 
the life insurance school of the Univer- 
sity of Pennsylvania will speak at a 
large public meeting sponsored by the 
Rockford, Ill., association April 6. The 
affair will be a dinner meeting at the 
Nelson House. 

* * * 


Illinois.—Clinton F. Criswell, secretary 


of the Illinois Association of Life Un- 
derwriters, announces that Claris Ad- 
ams, secretary and general counsel of 
the American Life Convention, will be 
the principal speakers at the annual 
meeting of the state association to be 
held at Peoria, April 28. Senator John 
Dailey, Emmett C. May, president of the 


Peoria Life, and several other prominent 
Illinois 


men, most of them executives of 
| life companies, will be on the program 
The Peoria Association, under the 
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Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE | 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company's claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which | 
still prevail. It aims at quality and to be highly honorable in all its dealings. 

In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 


34 NASSAU STREET NEW YORK, N. Y. 
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Help!.. Help! 


HIS is not a cry for 
help. 


It is an offer. 


We offer to help any 
one who measures up to 
our requirements and who 
is not connected with any 
other company—help him 
to write more business 
and ‘therefore to make 
more money. 


We can’t go out and 
write the business, but 
we can—and do—get 
prospects ready to be 
written. 


We do this by Direct 
Advertising to prospects 
whose names are sent to 
us by agents. 


Our system has been 
praised by authorities— 
and, what is more im- 
portant, it has worked 
with marked success for 
those agents who have 
used it according to direc- 
tions. 


It is composed of let- 
ters and booklets on the 
various needs for Insur- 
ance, so that an agent 
may select the material 
which best»suits his pros- 
pect. 

Any one, not now un- 
der contract, who wishes 
to learn more of this mod- 
erp way of writing more 
business, will receive the 
facts if he will put his 
name and address on the 
lines below and_ send 
them to us. (Signing on 
these lines will cost noth- 


ing.) 


Name 


Address 


Great Northern Life 
Insurance Company 
110 S. Dearborn St. 
Chicago 





leadership of Ralph C. Lowes, president, 
who is state manager of the Lincoln 
National Life, will act as host to the 
state association. The Peoria people 
have reserved the ballroom of the Hotel 
Pere Marquette for the meeting. It is 
expected that about 500 delegates from 


13 local associations will attend. 
* * * 
Chicago.—The Chicago association 





added about 60 members to its roster 
in February. E. B. Thurman, Chicago 
general agent of the Missouri State Life, 
added 23, the Darby A. Day general 
agency of the Union Central Life added 
16 and the S. T. Whatley agency of the 
Aetna Life added 11. By adding its 11 
the Aetna took first place with a total 
membership of 55 in the association. The 
Day agency is now in second place with 
51 members. The total membership of 
the association is now about 700. 
*x* * * 





Chicago.—S. T. Whatley, Chicago gen- 
eral agent of the Aetna Life and presi- 
dent of the Chicago Association of Life 
Underwriters, announces that the regu- 
lar monthly meetings of the association 
will be resumed March 20. The meeting 
will be held in the red room of the 
La Salle hotel. John Lee Mahin, New 
York, vice-president of Barron G. Col- 
lier, will be one of the two speakers on 
the program. He will speak on the 
subject of how life underwriters can 
best advertise their business. The other 
speaker will be Marc A. Law, associate 
general agent of the National Life of 


Vermont in Chicago. His subject will 
be “Salesmanship.” 
*x* * * 


Seattle—Major Roger B. Hull, manag- 
ing director of the National Association 
of Life Underwriters, was the principal 
speaker at the last meeting of the 
Seattle association. His subject was 
“Can the Life Underwriter Go It Alone?” 
A. S. Elford, vice-president of the Seattle 
body, was chairman of the meeting. J. 
Cc. McKay, Seattle manager of the 
Dominion Life Association, W. C. Shep- 
pel, superintendent of agencies of the 
Oregon Life, and Mr. Elford, were the 
other speakers on the program. 

*x* * * 

Columbus, 0,—About 500 life salesmen 
attended the Central Ohio Association 
Sales Conference at Columbus. H. . 
Chipman, president, was in charge of the 
meeting. A. M,. Kemery presided at the 
afternoon session. Speakers were: Harry 
W. Hutchins, Cincinnati; Frank M, See, 
St. Louis; W. A. Roper, Philadelphia; M. 
D. Donham and Herman T. Jeffers, 


Columbus. Mr. Jeffers represented the 
National Association. 
* * * 


Toledo—Heavy attendance marked the 
annual sales congress of the Toledo As- 
sociation of Life Underwriters held 
March 9. President Evan J. Evans made 
the address of welcome. The invocation 
was spoken by the Rev. L. J. Mayle. 
Speakers on the program, with their 
subjects, were: Otto E, Seiler, Minne- 
apolis general agent of the Phoenix Mu- 
tual Life, “Romance of Life Insurance;” 
tobert Williams of the John L. Shuff 
home office agency of the Union Central 
Life, Cincinnati, “A Sales Demonstra- 
tion;” D. J. German, Mutual Life of 
New Yorok, “Why I believe in Life In- 
surance”; John H. York, special agent of 
the State Mutual Life at Cleveland, “My 
Responsibility to My Clients’; C. Vivien 
Anderson, Provident Mutual Life, Cin- 
cinnati, “The Future Life Underwriter.” 


SELECTIVITY IS URGED 
BY OLIVER THURMAN 


(CONTINUED FROM PAGE 5) 
higher levels, selectivity is the important 
factor. 





Cites Actual Case 


To illustrate his meaning of selectivity 
and its application, Mr. Thurman cited 
the experience of an agent whom he did 
not name, but who, he said, was one of 
the outstanding producers of the coun- 
try. Mr. Thurman said that he had been 
14 years in the business, and was now 
an eminent success, but during his early 
years he was twice a failure. Not once, 
but twice, he failed in the life insurance 
business and returned to the battle a 
third time, determined to overcome his 
handicaps. He made rapid strides and is 
now at the top. This agent overcame 
his handicaps and did so by the process 
of selectivity. He soon understood that 
he could not improve his methods if he 











did not know what needed improvement, 
and thus he undertook the task of keep- 
ing accurate and detailed records of his 
work. He sought the sources of his 
difficulty. Selectivity must start with 
knowledge, so he sought knowledge of 
his work. 


Records Showed Weaknesses 


As his records continued and the re- 
sults were obtainable, he found for one 
thing that he was wasting from one to 
two hours each noon. There were no 
results whatsoever from this time. He 
lunched with the men of his own office 
and competitors, talking over business, 
but obtaining no constructive results. In 
view of this, he decided to make an ex- 
periment with that particular time of the 
day. He decided to lunch with those in 
Other occupations and learn of other 
businesses and life in general. He has 
done that since then. He has never dis- 
cussed life insurance that hour, but 
merely seeks to learn the answers to 
problems of life generally. It has been 
a valuable aid in his own development, 
and has indirectly developed many valu- 
able contacts. 

Another highlight brought out by the 
record keeping was the discovery that 
men he was successful in selling were 
men of certain definite types, usually 
married men with children. He found 
that when he made the approach for tax 
protection, which was just then coming 
into prominence, he did not attain the 
same degree of success. He went back 
over his records and found that failures 
followed from seeking to use a compli- 
cated approach. Therefore, he refused 
to seek men of other types than those 
with whom he had had success, and in 
this way made his working time far 
more effective. This is the application 
of selectivity to the securing of pros- 
pects. 


BROKERAGE BIDDING 
HEAVY IN CHICAGO 


(CONTINUED FROM PAGE 5) 


only such business as is not written by 
the companies with whom the broker 
usually does business. 

Recently a leading New York com- 
pany opened its second office in Chicago. 
The company is on the branch office 
system, and has rigidly fixed the amount 
of commission that, may be paid for 
brokerage business. The new manager 
made an attempt to obtain some busi- 
ness from brokers, but quickly learned 
he could not compete with general 
agency bidders. He has given up the 
struggle. 








J. M. COWAN’S MEN HOLD 
ANNUAL CONVENTION 
(CONTINUED FROM PAGE 5) 


wise, in order to get new prospects. He 
said that a good place to keep prospect 
cards is at home, where one can look 
them over at night and arrange the trip 
for the next day. Life insurance, he 
said, is only a profession in that life 
insurance agents use their information in 
a professional way. Life insurance men, 
he said, are salesmen, pure and simple. 
He suggested that instead of asking how 
much life insurance a prospect carries 
he ask how much life insurance he owns. 
He said that it is unwise to stuff a lot of 
figures down the throat of prospects. 
He urged life insurance men to organ- 
ize their time systematically. 


Characteristics to Be Developed 


Mr. Poindexter enumerated some of 
the characteristics that he believes every 
successful and service giving life insur- 
ance man should possess and develop as 
follows: 

Sincerity, enthusiasm, courage, cheer- 
fulness, studiousness, optimism, ambi- 
tion, industry, initiative, loyalty, honesty, 
sportsmanship, cleanliness, aggressive- 
ness, courtesy, unselfishness. He said 
that a life insurance man should have a 
certain religious or spiritual quality. 

Mr. Cowan’s general agency made a 
splendid record last year in producing 








$9,298,225 paid-for business and 2,226 
policies. It stands forth in per capita 
$27.07 of all Northwestern Mutual agen- 
cies and fifth in volume of paid-for busi- 
ness on the company’s roster. The year 
before the paid-for business was $7,762,- 
200. It is one of the best organized gen- 
eral agencies in the country. 

W. R. Bryant, general agent at Kala- 
mazoo, Mich., and Robert G. Emmert, 
general agent at Oklahoma City, at- 
tended the meeting. 


RODMAN WANAMAKER HAD 
SIX MILLION IN INSURANCE 


(CONTINUED FROM PAGE 7) 


making his insurance in force $800,000. 

Five years later, at the age of 41, he 
jumped into the $2,000,000 class by tak- 
ing out two more policies, one for $1,- 
000,000 and another for $200,000. His 
premium for the $2,000,000 was $63,226 
a year. 

Then, in January, 1905, he became the 
most heavily insured man in the world 
when he added another $1,200,000 
policy. At that time he declared that 
he was young and healthy and said: “I 
expect to live long enough to see all 
these policies mature.” He did. For 
all of his early insurance was on the 
20-year-endowment plan with the option 
that the policies remain with the com- 
pany as life insurance. 

In the next five years, Mr. Wana- 
maker took out $800,000 additional life 
insurance, bringing his total insurance 
to $4,000,000. In June, 1911, he added 
$500,000 more. The additional policies 
embraced almost every known form of 
life insurance contract. 


Ordered All He Could Get 


In June, 1924, Rodman Wanamaker 
is said to have issued a standing order 
for all the life insurance he could obtain. 
He declared at that time that he was a 
great believer in life insurance. At the 
same time he added another $1,500,000 
of insurance, bringing his total to $6- 
000,000. 

Joseph D. Williams, treasurer of the 
Wanamaker Store, declared that the 
number of policies carried by Mr. Wana- 
maker was so large that it will be sev- 
eral days before they are listed. He 
said that it was impossible at this time 
to state the beneficiaries under the poli- 
cies or the total premium Mr. Wana- 
maker had been paying. 

“The amounts varied greatly,” Mr. 
Williams said, “but the correct amount 
was about $6,000,000.” 

Asked whether Mr. Wanamaker had 
ever made any statement in regard to 
what he thought of life insurance either 
in his presence or to someone else, Mr. 
Williams said: 

“Mr. Wanamaker never made any 
public statement regarding life insur- 
ance. He thought very highly of it and 
he let the amount of insurance he cat- 
ried speak for him. What he thought 
of life insurance is best expressed by 
the $6,000,000 of life insurance that he 
carried.” 


Among the policies on the life o! 
Rodman Wanamaker were: 
Mutual Life of New York..... $2,000,000 
EE crise er cbs une iedeas 1,000,000 
Equitable Life of New York.... 260,000 
EE MED cn otnennesnuess 300,000 
DU EE pda kunncsacaee ae 140,000 
Peeeemet BORGER) occccccccceses 115,000 
Northwestern Mutual ......... 100,000 
SE Wacko sdakwnawisee 50,000 
Connecticut Mutual ..........- 50,000 
<r eeeeeener 50,000 
I ew ewes 50,008 
New England Mutual Life..... yt 


Massachusetts Mutual Life 
State Mutual of Worcester.... 
Berkshire Life 
Philadelphia Life 


eeee 40,000 
25,000 
95,000 





Increases Business 


The Business Men’s Assurance 
creased its business 13 percent in Fe? 
ruary over the corresponding month o 
last year. In that month of this ye* 
$2,063,788 was written as compared = 
the 1927 amount of $1,730,400. Tot# 
life insurance written since Jan. 1, 19% 
is $4,421,977 compared with $3,212,354! 
for the same period in 1927. 
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Ralph E. Perry, Northwestern Mutual 
Assistant Secretary, Gives Some Practical 
Advice on Writing Business Insurance 


R tary of the Northwestern Mutual 

Life, spoke on business and cor- 
poration insurance at the agency meet- 
ing at Aurora, IIl., where the salesmen 
of the James M. Cowan general agency 
were gathered for their spring meeting. 
Mr. Perry devotes much time to this 
department at his home office. He is 
also a specialist on assignments. 

He said that the big factor in any 
business is the management. It is the 
one great asset that gives value to 
property. He said that business men 
today recognize and appreciate the eco- 
nomic importance of life insurance. 
There is a definite tendency now toward 
business insurance. He said that many 
agents are not equipped or fitted to 
solicit business insurance because they 
do not understand how it can be adapted 
to business uses. Mr. Perry asserted 
that agents must be able to show what 
insurance will do along business lines. 
They must have a knowledge of the 
problems of business men. 


ALPH E. PERRY, assistant secre- | 


ness insurance, one being to provide 
for the loss of a valuable man in the 
organization, another might be to stabil- 
ize credit, another would be to provide 
a sinking fund to meet different obliga- 
tions. Mr. Perry devoted his talk to 
financing the liquidation agreement of 
partners and close corporations. He 
said business insurance meets a real 
business need in financing liquidation 
agreements. It provides a certain sum 
for an uncertain time. A close corpora- 
tion, he said, is where the stock is held 
by a few people, they being managing 
stockholders. He stated that 99 per- 
cent of all the corporations are of this 
character. When death comes to a 
partner or a managi ng stockholder there 
is a crisis in the organization. The stock 
then goes to other hands. It probably 
falls to an estate or a beneficiary. The 
results may be embarrassing. 


Want to Keep Business 
Going Regularly 


The aim of the management is to keep 




















There are different motives for busi- ' the corporation close, so that on the 
BUILDING A TEMPLE, OR 
MERELY CUTTING STONE— 

hin The man of real vision in life insurance work =) 


makes every day’s work build something for 


himself. 


Such men are not working for long 


on sub-agent contracts—they are seeking and 
finding the opportunity that leads to inde- 
pendence and a future income. 


Our general agency plan provides a sure 
means of attaining individual ownership 
of a business profitable now, next year, 
and for many years to come. 


Write now, in strict confidence, for details and 
territorial openings in all sections of Texas, 
Louisiana, Alabama, Oklahoma and Arkansas. 


LOUISIANA STATE LIFE 


Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 





IRA F. ARCHER 
Superintendent of Agenctes 








* 








not want it liquidated. 


death of a partner or a managing stock- 
holder the organization can go on with- 
out a jolt. An estate should be recom- 
pensed adequately for the interest held 
by the deceased. The death of a part- 
ner dissolves the partnership. It is up 
to the survivor to decide what to do. 
If the business is successful he does 


ciates a fund that will enable him to pur- 
chase the partner’s interest. The estate 


, be overlooked. 


He then appre- | 


wants cash for its settlement. Death, | 
he said, often shakes the credit of a 
concern. If the interest of the deceased | 
partner is forced to a sale, there | 
naturally will be much sacrifice. Under 
a proper life insurance agreement, the 


interests of all are safeguarded and pro- 
vision is made for liquidating the part 
held by the deceased. 


Character of Terms 

Depends on Desires 

As to the character of the insurance 
agreement Mr. Perry said it all depends 
on what the partners or managing stock- 
holders desire to do. One man may 
want his son or some relative to suc 
ceed him in the business, or he may 
desire his estate to be recompensed for 
his interest and then let his partner de- 
cide what to do with the interest. Mr. 
Perry said that in connection with busi- 
ness insurance, personal insurance for 


the partners or stockholders should not 


Sometimes a man is 
very careful to safeguard his business 
interests, but may not carry sufficient 
personal insurance for the benefit of his 
family. Business and personal insur- 
ance he said should go hand in hand, 


Mortality Rate in 

Business Is Heavy 

Mr. Perry called attention to the very 
heavy business mortality rate. Statis- 
tics show that the average life of a busi- 
ness is not very long. He said that the 
terms and provisions for the liquidating 
agreement should be carefully consid- 
ered from every standpoint and an at- 
torney should look over the document 
to see how it lines up from a legal 
standpoint. Mr. Perry said that if the 
beneficiary of business insurance is pay- 
ing the premium his interest should be 
protected by a strong form of endorse- 
ment. This would then permit him to 
make a loan or surrender the policy 
on his own signature. If this is not 
done, he may find that he does not con- 
trol the insurance. Sometimes a_part- 
nership incorporates or its complexion 
is changed. Mr. Perry then said that 
proper steps then should be taken to 
readjust the business insurance. 

In speaking of the various ways to 
designate a beneficiary, Mr. Perry said 
that the insurance might be paid to a 
partnership, to the individual partners, 
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Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If vou have not used Kaufmann Systeman Security 
Holders you have a pleasant surprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 


The standard size is $2.25 and the large size, 
Quantity rate gladly furnished on ap- 
Other wallets from 65c to $5.00. 


E. L. KAUFMANN 


Room 700, Austin Bldg. 


Telephone Wabash 3933 


Chicago, Ill. 
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CONSULTING 
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ee AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
Values, etc., Calculated. Velosdiens 
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and all Life Insurance Forms Pre- 
Law of Insurance @ 
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Actuary 
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175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
e Consulting Actuaries 
29 South La Salle Street, Chicago 


Life Insurance Accountants 
Statisticians 





INDIANA 





HAH, DAVIS & HAIGHT, Inc, 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 
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to a trust company to act as trustee, or 
to the wives of the assured. If the 
insurance is payable to the firm, credi- 
tors have the first right to the money. 
In that case there may not be enough 
left to purchase the interest of the de- 
ceased. Mr. Perry leans very strongly 
toward a trust company arrangement, 
because it will be impersonal in carrying 
out the agreement. Where the insur- 
ance is payable to the wife of the as- 
sured he said there is always a doubtful 
validity as to the provisions. It may 
not accomplish the purpose of the as- 
sured, He said that the Northwestern 
Mutual law department is opposed to 
this plan. He said that when a pro- 
vision is made to purchase the inter- 
est of the deceased it should follow 
court procedure so that the interest can 
be properly transferred to the survivors. 
He said that creditors may object un- 
less all proceeds go through the court. 


Some Questions as to 
Corporation Insurance 


In speaking of corporation insurance 
Mr. Perry said that some corporations 
desire the corporation to be the bene- 
ficiary. Policies can be issued on the 
personal form payable to the estate of 
the assured and assigned to the cor- 
poration. The interest of the bene- 











ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





L. MARSHALL 
* CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 


WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man, It’s in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision. the 
double benefit feature, and the “Income for Life”’ 
plan. It operates in forty states on a full level 
net premium basis with more than $7 5,000,000 in 
assets and over $366,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 
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Position Wanted as Actuary 


Young man, 15 years’ experience in life, fire, and 
casualty insurance, desires to reenter life business; 
thorough training in all office duties, including 
actuarial, of a life company; capable of taking 
entire charge of actuarial work, University grad- 
uate; member of Recognized Actuarial Society; now 
employed ; Al references. Address D-69, care The 








National Underwriter. 











ficiary, he said, is always paramount. 
There are a number of questions asked 
as to how far business insurance can be 
carried. 

For instance, Mr. Perry cited a case 
where an outside person was endorsing 
the paper of a firm. So long as he lived 
the credit of the concern was good. If 
he died it might be impossible to secure 
an endorser. Hence there was an in- 
surable interest in this man. 


Corporation Should Not 
Pay the Premium 


In corporation insurance the proceeds 
of insurance may be used to buy the 
corporation’s own stock which then be- 
comes treasury stock or it can purchase 
the stock of the deceased and then seli 
it to whom it desires. He said it is 
inadvisable for a corporation to pay a 
life insurance premium. This is a 
wrong use of corporate funds. The 
individual should pay the premium and 
this can be taken care of either through 
increased salary or through a _ bonus. 
Mr. Perry advised having a policy issued 
on the corporation form and assigning 
the policy to a trustee where a trust 
company is to administer the fund rather 
than making the trustee beneficiary. 


H. D. HART, R. B. HULL 
SCORE BANK AGENCIES 
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To cope with sale of radios, automobiles 
and other luxuries, he said, the busi- 
ness of life insurance must meet with 
the tendency of the age. 


Sales Congress Is Success 


The congress, which was the second 
joint affair held by the San Francisco 
and Oakland associations and the first 
ever to be held in Oakland, was an un- 
qualified success. Walter E. Felthouse, 
general agent of the Northern Life in 
Oakland, was highly complimented for 
the program he and his associates had 
arranged. Mr. Felthouse opened the 
conference and Oliver W. Fletter, presi- 
dent of the East Bay association wel- 
comed the visitors from out of town. 
Arthur S. Holman, manager for the 
Travelers and president of the San 
Francisco organization, responded and 
stressed the work which the two organ- 
izations are doing. 

J. Valentine ef the Equitable Life 
of New York made an interesting talk 
on “Partnership Insurance.” Clyde L. 
Foster of the Connecticut Mutual Life 
spoke on “The Life Insurance Bank 
Trust.” W. J. McClelland of the Penn 
Mutual Life gave some interesting ideas 
in his, talk on “How I Secure Pros- 
pects.” 

Fred S. Stripp of Berkeley was the 
toastmaster at the banquet which pre- 
ceded the evening meeting. 





HEALTH & ACCIDENT 
CONFERENCE MEETING 


‘(CONTINUED FROM PAGE 3) 


to the extension of coverage to include 
airplane travel, which was classed as an 
important factor in the development of 
aviation itself in this country. He also 


spoke of the great possibilities for busi- 
ness accident and health insurance, 
along the line which life insurance sales- 
men have developed so successfully in 
business life insurance. 


Faulkner Leads Discussion 


F. L. Barnes of the Sentinel Life pre- 
sided at the round table discussion, and 
E, J. Faulkner of the Woodmen Acci- 
dent introduced the first topic, “How is 
effective supervision of the accident and 
health agent best accomplished?” He 
said that in a general way the system 
that provides the least supervision is the 
best. He referred to the need for some 
reforms within the business itself as 
essential to head off undesirable regu- 
lation from other sources. 


Uniform Phrasing of Value 


The round table discussion Wednes- 
day morning was on the general theme 
of ‘The Accident and Health Policy 
Contract,” with W. W. Powell of the 
Southern Surety presiding. E. C. Bud- 
long, vice-president of the Federal Life, 
introduced the first section of this dis- 
cussion on: “How will uniformity of 
phraseology covering the insuring 
clause, principal sum and loss of time 
provision help the agent? The com- 
pany?” He expressed the belief that the 
uniform phraseology for certain policy 
provisions recommended to the confer- 





| “frills” 


ence by its special committee will, i 
generally adopted, be helpful to both the 
agent and the company. He held that 
there is no necessity for policies of the 
industrial type to be complicated with 
and speculative features which 
have crept into the so-called commercial 
policies. He suggested that the specific 
loss provisions in the industrial policies 
are now entirely inadequate and that it 
might be an improvement to base them 
on the income provision, instead of the 
principal sum. 


Discuss Special Features 


C. O. Pauley of the Great Northern 
Life led the discussion on: “What de- 
fects are there in the phraseology of 
the special feature provisions—hospital 
indemnity and surgical benefits? Are 
amendments to the standard provisions 
necessary? 

Mr. Pauley reviewed the provisions in 
a number of policies showing the wide 
variation in the wording used and sug- 
gesting the desirability of getting these 
provisions on a basis of greater uni- 


formity. 
James Victor Barry, fourth vice-presi- 
dent of the Metropolitan Life, was 


unanimously elected an honorary mem- 
ber of the conference at the close of the 
Tuesday afternoon session. 

The executive committee decided to 
recommend that the mid-summer meet- 
ing be held from Sept. 5-7 at the Edge- 
water Beach Hotel in Chicago. 

At the opening of the Wednesday 
morning session, the two honorary mem- 
bers elected since the last meeting, | 
V. Barry of the Metropolitan Life am 
Ralph E. Richman of THe Nations! 
UNDERWRITER, were introduced and spoke 
briefly. 

James S. Kemper, president of the 
Lumbermen’s Mutual Casualty of Chr 
cago, the first formal speaker of the 
day, whose topic was “Organization ™ 
Business,” reviewed the work of the 





Chamber of Commerce of the Unite 
| States, of which he is a director. 








OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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